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is for Stability of Stock 


Anp stability in your stock is the basis of your entire 
retail operation. Kangaroo is not cut into the kind 
of shoes that go out of style over night. That is just 
one reason why Kangaroo should be an important 
part of that shoe stock. The demand for this long 
wearing, comfort-giving leather is growing con- 
stantly, and its tight-grained surface, which gives 
such brilliant polish, is making it more important 
every day. 


is for 
Rangaroo 
and More Profits Too 


These features combined give you the greatest 
opportunities for profits in modern shoe selling. 
Give Kangaroo its important and profitable place 
in your Fall shoe selling. Its many virtues will win 


at new customers for you. 
by the... 
> GAROD : SURPASS LEATHER COMPANY 
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RR. E. CAMPBELL, president of 
Miller and Paine, Inc., Lincoln, 
Neb., says: 

“How few consumers possess the 
technical training or skill necessary 
to make an intelligent choice from 
the large number of models avail- 
able. In other major fields of con- 
sumer interest, such as food or 





clothing, mistakes in judgment, 
while not so costly, are nevertheless 
wasteful. 

“The consumer movement is a 
natural and understandable expres- 
sion of the need for more factual 
information to facilitate an intelli- 
gent choice from the ever-growing 
list of goods and service at the com- 
mand of our people. 

“Businessmen are anxious to un- 
derstand consumer problems and it 
is highly important that consumers 
should understand business prob- 
lems. No problem can be solved un- 
less there be a clear understanding 
of the varying points of view which 
must be taken into consideration. 


There must be understanding of 
basic principles and of desired ob- 
jectives. There can then be con- 
sideration of methods of approach.” 


7” * . 


W. L. SMALL of Small’s Shoe 
Store, Jackson, Miss., says: 

“We should show the manufac- 
turers, or they should have learned 
by this time, that it doesn’t make a 
line stronger to display a lot of 
crazy shoes. They should confine 
their efforts to buying pretty pat- 
terns that fit, and conform to the 
modern style trend. As it is now, 
on our early orders, we buy say 15 
styles, hoping that we'll pick three 


or four styles that will be reorder 
shoes—shoes on which we can lay 
down sizes and which we can sell 
at a profit; and weed out the others 
before the season is over. 

“If the manufacturers would get 
together on style trends, sell their 
version of fit and quality and not 
think that they can make shoes that 
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are so different from the others 
(from a style standpoint), then we, 
the merchants, would be better able 
to turn styles into sizes.” 


BB ENJAMIN H. NAMM, president 
of The Namm Department Store, 
Brooklyn, N. Y., in discussing 
“Business Safeguards for Consum- 
ers’ Interest,” says: 


KEEP UP THE Goop woRK — 
LONG 


“Gone are the days when the re- 
tailer functioned as seller to the 
public. The modern retailer plays 
a very different role. He is buyer 
for the public. Just a purchasing 
agent, in other words, for the con- 
sumer. And if he does not make a 
good purchasing agent, then his 
days as a retail merchant are defi- 
nitely numbered. Today’s custom- 
ers may easily become tomorrow’s 
ex-customers. Either please your 
customers or choose the nearest 
exit. 

“The question then arises, ‘What 
makes a pleased customer?’ First 
of all, no customer can remain 
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pleased for long with a retailer who 
does not give her fair value—at a 
fair profit to himself. Because if 
the retailer does not make a profit, 
he cannot long remain a retailer. 
The ancients must have had a con- 
sumer warning in mind when they 
gave us the shibboleth: ‘It takes two 
to make a bargain.’ Secondly, no 
customer can remain pleased for 
long with a retailer who does not 
permit others to make a profit. That 
applies to the worker who staffs the 
retail store, the manufacturers who 
stock the store, the farmer who 
grows the crops and those who 
transport the merchandise. In other 
words, consumers invariably de- 
mand something that is ‘plus.” They 
demand, either consciously or un- 
consciously, certain standards. 
Standards of decent working condi- 
tions, standards of decent competi- 
tive conditions, and standards of 
decent economic conditions, based 
upon the profit motive in business.” 


* + * 


STEPHEN JAY of R. H. Fyfe & 
Co., Detroit, Mich., says: 

“If we keep our heads on our 
shoulders and our efforts and think- 
ing on our own business, we will go 
on to a very good and profitable 
business this Fall.” 


* * * 








SHOE manufacturing, a leading 
industry in New Hampshire, is de- 
picted in a panel occupying the cen- 
ter of a mural, “Industry in New 
Hampshire,” which has been com- 
pleted by Arthur L. Esner and 
placed in the reference room of the 
library at the University of New 
Hampshire at Durham, N. H. 

The shoe panel shows, in the fore- 
ground, women stitching quarters 
and linings. At the left, men are 
busy at stitching machines, and at 
the right, upper leather cutting 


machines are in operation. 
* * * 


IN line with the Canadian Wartime 
Prices and Trade Board’s program 
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THINK FOR YOURSELF 





—Early in the year | attended a 
ace Be in a mid-west city and 
heard a famous radio commenta- 
tor (at $25.00 per minute) expati- 
ate on the economic unprepared- 
ness of the Nazi government, the 
impregnability of the Maginot 
Line, and the all-round military su- 
premacy of the Allied powers. 

—And you know what happened. 

—AIl of which goes to show am easy 
it is to prognosticate—how diffi- 
cult to guess right. 

—This year seems to be an “open 
season" for columnists, commenta- 
tors, professional opinion-builders 
and such like. 

—And no doubt they're all honest, 
serious students and thinkers — 
even as you and I. 

—But it would tax the sixth sense of 
the greatest seer of all times to 
penetrate the dense fog of today’s 
problems and uncertainties and 
present to us a true picture of 
what's going to happen tomorrow. 

—So—let us cultivate the faculty of 
doing our own thinking and plan- 
ning and thereby acquire a whole- 
some respect for our own judg- 
ment and initiative — and a new 
confidence in our future. 

—For we don't want to become a na- 
tion of intellectual robots. 


a 


President 





to insure adequate supplies of raw 
materials for military and civil 
needs, exports of hides and leather, 
which in normal times represent 
about one-third of hides tanned in 
Canada, hereafter will be permitted 
only under license approved by the 
Hides Administrator. 

According to a report to the 
Commerce Department from the 
American Commercial Attaché in 
Ottawa, it is not the board’s inten- 
tion to restrict exports of leather 
not essential to the country’s war 
effort. At the present time large 


quantities of hides of heavy native 
cows and steers are required for 
the production of leather for war 
needs, the report said, explaining 
that shipments out of the country 
will be permitted only if it is shown 
that Canadian tanners have suffi- 
cient stocks on hand to satisfy their 
requirements. 
* + * 

THE Federal Trade Commission, 
in consideration of the claims made 
for foot arch supports, issued a 
“cease and desist” against the state- 
ment: “That foot arch supports will 
permanently end foot troubles and 
will permanently remove callouses 
regardless of their nature or un- 
qualifiedly insure instant and perma- 
nent relief from weak arches.” 


aa * aa 


LINCOLN HAYNES of Morse & 
Haynes, Springfield, Mass., says: 

“My comment is that most big 
business started in a small way. Of 
course certain kinds of businesses 
have a better chance of becoming 
big than others. The small business 
surely needs all the encouragement 
it can get. I don’t believe a big bus- 
iness should be condemned because 
it’s big. I believe it’s big business 
because it deserves to be—through 
proper management and a wide de- 
mand for the output. 





“There is one subject that we 
(and other businesses) are espe- 
cially interested in and that is the 
Social Security. The Old Age Pen- 
sion part is the least objectionable. 
The Unemployment phase—3 per 
cent on every concern, regardless of 
the concern’s unemployment record 
—is particularly burdensome.” 


* * * 


WALTER GABLE, men’s shoe 
buyer for Marshall Field & Com- 
pany, Chicago, Ill., says: “The high- 
pressure sales methods, or high 
price or leather shortage hysteria 
talk are certainly passé when it 
comes to getting extra pair sales in 
the men’s shoe business today. Men 
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now buy a pair of staple shoes if and 
when they need them, and usually 
can’t be induced to buy a pair to 
put away for the future. Extra pair 
sales in this day and age come 
through suggestive selling, timely 
and clever promotions, and attrac- 
tive displays. In addition to sug- 
gesting the building of a shoe ward- 
robe, this means taking out-of-sea- 
son merchandise and converting it 
into seasonal merchandise, if it has 
any possible appeal. Men are be- 
coming more and more receptive to 
wearing of colorful and casual shoes. 
a fact which should be taken advan- 
tage of both in and out of resort 
season. Men can be sold on comfort 
today more easily than ever before.” 





WHEN a woman slips her foot 
out of her shoe in a restaurant, in 
the movies, in the car, it isn’t 
always true that her shoes hurt like 
the dickens. It might be a good 
thing if men had a chance to take 
their shoes off once in a while, 
wiggle their toes and get the relief 
from the restraining walls of 
leather. 

But here’s a cute poem we clipped 
out of H. I. Phillips’ column THE 
SUN DIAL in the New York Sun, 
by Ruth H. Norris: 


“A WOMAN RELAXES 


“After dining the other night 
In a swanky restaurant 
I just happened to glance at her 
And her face was pale and 
gaunt. 
aa * 
“Now the oysters I felt had upset 
her 
For she looked so woebegone; 
I would never have guessed her 
new shoes were off— 
And she couldn’t get them on!” 
* * * 
AS part of the National Defense 
program, a nationwide registration 
of aliens will be conducted from 
August 27 through December 26, 


1940, by the Immigration and 
Naturalization Service of the De- 
partment of Justice. Registration 
will take place in the post offices of 
the nation. It is expected that more 
than three and one-half million 
aliens will be registered during the 
four-month period. 

Registration is made compulsory 
by a specific act of Congress, the 
Alien Registration Act of 1940, 
which requires all non-citizens to 
register during the four-month 
official registration period. The law 
requires that all aliens 14 years or 
older are to be registered and 
fingerprinted. Alien children under 
14 years of age will be registered 
by their parents or guardians. 
When alien children reach their 
fourteenth birthday, they will be 
required to register in person and 
be fingerprinted. 

A fine of $1,000 and imprison- 
ment of six months is prescribed by 
the Alien Registration Act for 
failure to register, for refusal to be 
fingerprinted, or for making regis- 
tration statements known to be 


. * * 


LEW HAHN, general manager of 
the National Retail Dry Goods As- 
sociation believes that every busi- 
ness must be strong if it is going 
to help America to be strong in its 
national preparedness efforts. He 
says: 


Lf, 7 , SS 
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“We must try to convince officials 
in Washington that employment 
must be kept up even in so-called 
luxury trades. The defense pro- 
gram will bring the stiffest kind of 
taxation, possibly the heaviest the 
world has ever seen.” 


. * . 


S. KESSLER of Lane Shoe Com- 
pany, Albany, N. Y., has in his 
possession an invoice of some his- 
torical interest—-dated June 8, 
1869, showing the skyline of the 
city of Boston. The invoice is from 
Hosmer & Winch Brothers, manu- 
facturers, wholesale dealers and 
jobbers in boots, shoes and rubbers 





—for four pairs of women’s kid 
boots at $1.45. Terms: Net Cash.” 

The invoice had everything but 
the kitchen sink on it. In fact, there 
were only three lines at the very 
bottom for the actual billing par- 
ticulars. 

Look at your invoice of today— 
cold bare details of transaction. 
Then, if ever, an invoice was an 
advertisement as well as transaction 
of friendly trade. 
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“With the national debt at forty-two billions you have the nerve to ask Papa for a nickel!” 
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HEADIN’ 
FOR 
THE HILLS 


And a New Season in Winter Sports 
Shoes, a Business Which Is Now Defi- 





nitely Out of the Novice Class and 
Showing New Evidence Each Year 


of Its Steadily Growing Popuiarity 











Posters used as back- 

grounds courtesy af 

the New York Central 

System and A Sandler 
Co. 


Left: Three versions of the back- 
lace boot, left to right: Instep 
strap, leather sole with rubber 
heel lift and outside quarter, Chip- 
pewa Shoe Mfg. Co.; natural tan 
boot with ribbed rubber outsole 
and leather toe strap and wrap- 
around strap, Edwin Clapp; wrap- 
around strap boot with composi- 
tion outsole and double grooved 


heel, G. H. Bass. 


Left to right: Reversed instep 
strap boot with leather sole and 
heel, Old Colony; Scotch grain 
wrap-around strap boot with over- 
lace saddle, Sandler; women’s 
back-lace boot with small outside 
counter for secon? binding hitch, 


Edwin Clapp. 


Below, left to right: Leather soled 
boot with rubber lift and straight- 
over instep strap, Chippewa Shoe 


Mfg. Co.; a reversed instep strap 
boot in Martin’s Scotch grain, Old 
Colony; an outside tongue boot 
with ankle strap and ribbed rub- 
ber outsole and heel, Sandler. 





Reading left to right: Genuine hair seal is used for this 


back-to-nature looking after-ski shoe. It is fleece-lined and 
laces. From John Winter & Son, Ltd. Comfortable lounging 
shoes of shearling with soft leather sole and fleece lining. 
The slide fastener makes for easy adjustment. From Johuns- 
town Wool Shoe Co. Another shearling boot with soft fleece 
lining. Collar and tongue, when folded down, form an at- 
tractive collar. Worn up, they give added warmth and pro- 
tection. The wedge heel and platform sole are 

covered. From Consolidated Slipper Corp. 


THINKING of snow and ice and what goes with 
them, at the end of August, is a pleasant but not an 
easy task. However, since resorts, railroads and man- 
ufacturers of all sorts of equipment are thinking seri- 
ously about their Winter sports business, it’s not too 
early for shoe retailers to get a reminder of how they 
can and should get their share of a cold-weather nest 
egg that in its few years of popularity has shown a 
steady and sizeable growth each season. 

There are few spots in this country, outside of the 
South, that do not have natural Winter facilities for 
some sort of cold weather sport. For skiing, naturally, 


rubber 


hilly or mountainous country is essential and it is in 


these parts or in cities or towns within an overnight 
train trip from the ski centers that Winter sports busi- 


ness is most important. 

Skiing has shown a phenomenal growth in the few 
short years since it came into its own in this country. 
There were few novice skiers in those days and those who 
did go into the sport looked for their apparel and equip- 
ment in imported merchandise. However, once the 
sport took hold here, American manufacturers were not 


slow in taking up the challenge of European makers. 


THE first ski boots were a far cry from the finished 
products of today, in which the American manufac- 
turer has not only taken the best construction qualities 
of the European boots but has bettered these and added 
new developments of his own. With the situation abroad 


Reading from left to right: Practical and 
pretty snow boot for the growing girl, with 
moccasin last, corked sole and fluffy collar. 
A “Snow Queen” from International Shoe Co. 
New and popular model in a man’s after-ski 
boot. It has a high cut elk upper, sheepskin 
lining with additional sheepskin sock lining, 
and crepe rubber sole and heel. Also obtain- 
able in leather sole and rubber heel. From 
the Athletic Shoe Sales Co. 


























AT LEFT. Reading from left to 
right: Attractive quilted white 
skating boot with strap. From the 
Arco-Marathon Corp. This white 
calf figure skating boot is lined 
with fine chamois leather. Lambs 
wool lines the form fitting tongue. 
It has a long orthopedic leather 
counter and water-proof middle 
sole. From Brooks Shoe Manufac- 
turing Co. A boot and skate with 
wooden rollers for the sport that 
grows more popular each season. 
This outfit similar to those worn at 
the Aquacade at the New York 
World's Fair. From the Arco- 
Marathon Corp., Arco Rollaway 
Skate Co. Division. 


Reading from left to right: Leathe: 
for the upper part is combined 
with rubber in the lower part and 
sole to make this practical and 
smart model, which can be worn 
over another shoe or over a heavy 
sock—a “Snoboot” from Hood Rub- 
ber Company. All fleece-lined rub- 
ber boot in brown with beige trim 
blending attractively with the 
natural colored fleece collar, the 
tab of the slide fastener also fleece- 
covered—an “Airliner” from the 
Goodrich Footwear Division All 
rubber beige boot at right also has 
a fleece lining and collar which 
folds over to make a soft top trim- 
ming. Its slide fastener AW a for 


easy adjustment. A “Spectator 
Gaytee” 
pany. 


from U. 8S. Rubber Com- 
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Reading from right to 
left: A sturdy shoe that 
will give lots of satisfac- 
tton for professional 
hockey. Special black 
leather upper with ma 
hogany trimming, side 
patches, lambs wool 
padded tongue, unbreak- 
able insulated box toe, 
adjusted built-in ankle 
support, patented side 
guard, From Brooks Shoe 
Manufacturing Co. Child’s 
sturdy boot in black 
leather. From the Arco 
Marathon Corp 


as it is, foreign made boots and equipment are prac- 
tically a closed market and it will be a long time before 
the resort sections of the continent will see any Winter 


sports. 


When that time does return it is not impos- 


sible to believe that American-made boots will help to 


fill the demand over there. 


THERE are no very new developments in American 


boots this season outside of the fact that each year sees 


a better boot from the standpoint of construction. The 


majority of the boots are rubber interlined at the quar- 


ter, which provides a cushion for the ankle besides 


adding to the important waterproof qualities. The 


wedge sole is now nearly universal in all lines. Besides 


preventing snow from caking up under the arch, this 
sole takes up the heavy strain of the bindings better 


than did the boot with a heel. 


Straps are important on all lines, with preference 
about evenly divided between the reversed instep strap 


[TURN TO PAGE 29, PLEASE | 











Satisfied Customers Bring 


+ 
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Interior of the Brothers Foot Comfort Shop in San Diego. Attendants are furnished 

with Palm Beach coats which gives them a semi-professional look. The shop has 

four booths, with stock concealed in back of the booths. A tan with brown mixture 

velvet rug for the store proper and booths, with the same color inlaid linoleum used 

at the sales counter. Ceiling and upper part of side walls are finished a buff, with 
the booths and lower walls finished in robin’s egg blue. 


by A. E. Hieshetter, Brothers Foot Comfort Shop, San Diego, Calif. 


A COMPLETE knowledge of shoes 
and feet is the most important factor in selling foot 
comfort. Hand in hand with it goes confidence, for 


“when a certain thing is recommended and fills the an- 
ticipated need as the salesman has indicated, complete 
‘customer satisfaction is the result. 


* The profit angle is also quite important. Everybody 


ce the is entitled to—and expects—superior fitting service 


‘and extra personal service in a Foot Comfort Shop. 
The types of feet we get are hardest .on shoes, conse- 
quently we have built up a nice business on a reason- 
able margin of profit. Please understand this shop is 
not a price cutter, neither does it feature low prices in 
any of its advertising or sales talk, but we do find an 
honest, moderate mark-up to be the basis of a good 


“4? . repeat business. 


'* 
~ 


s f 


‘Our success has been made by service after the sale. 


- Ten days to two weeks after a sale, our patrons are 
‘‘ealled on the phone and thanked for their patronage. 


If no’ phone is available, the post office does the job 
for us at the’ cost of a one penny postal. These postals 
are hand written to fit each case. so they are personal. 


¢ 


They are so worded, that in case anything is not just 
right in the mind of the patron, she will notify us and 
give us the opportunity to make it right. 

This has been one sure way to stop complaints, also 
to bring into the store the person who has a real or 
fancied grievance. A definite time is set for patrons 
to return for a check up on fit, even to the day and some- 
times as to the hour. This latter phase assists the store 
greatly in spreading the customer load, and also helps 
in forming in the customer’s mind a feeling that here 
is a store that operates just like the dentist, oculist or 
doctor. 


GOOD use is made of the oscillator machines, which 
are always available in the store. Renting them to 
patrons by the month for home use has worked out 
quite successfully. Shoe fittings are checked on the 
new X-Ray fluoroscope which the store has recently 
added to its service. 

All fittings are made in private booths. After the 
proper shoes have been selected, the patron is taken 
to the front of the store where the sales check is made 


- 
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SUCCESS... 


In Foot Comfort Business 


Careful Checking of All Fittings Plus Prompt Adjustment of Complaints 


and Difficulties Are of Vital Importance in Winning a Permanent Clientele 


Note the new round glass corner windows used in this San Diego store. Floor is 


some 30 inches from the ground, with a recess window 
and its message. The top border of the window is painted on the 


the merchandise and 


so people can get close to 


oon Se Cuan Seam prom Se tap S 0 sed dah ved ov Eubenet esten. Base of 
the window is black Carrara glass, with the floor entrance in green terrazzo, with a 
large four by six rubber mat in green with name “Brothers” across center in white. 


out. Ail merchandise is wrapped here by a man who 
also acts as a sort of a receptionist. He knows the 
patrons and has charge of all store telephoning. 


A CLOSE record is kept of each transaction. Refer- 
ence to the record card is always made before any 
service or adjustment is made. Even in the short while 
we have been in business some 3,000 cards have been 
indexed for the mailing list. A careful study of this 
list can always be the means of bringing up the sales. 

Advertising is mainly small space in the newspapers 
run consistently. This is augmented by direct mail. 
which does bring in direct results. 

Personal contacts at hospitals, institutions and 
places where large groups of people work are always 
assure means of extra business. Considerable effort 
is spent in developing this outside work. Many of our 
leads to these places come from pleased patrons, who 
will go a long way in seeing that the proper heads are 
contacted in advance. A direct call on the head of an 
organization through an introduction of a mutual 
friend saveg,time and assures one of an audience. These 
outside callsare usually made in the early morning and 
in no way interfere with the usual store duties. Lectures 
to student nurses and to all groups of people who are 

[TURN TO PAGE 29, PLEASE] 





From Stock Boy to Successful 
Shoe Merchant 


This is A. E. Hieshetter’s 18th year in the retail shoe 
business. He started in as stock boy, window washer 
and all-around handy boy. Soon he was on the floor 
selling women’s novelties and semi-practical shoes. At 
the very first he felt shoe fitting should be given more 
care. Reading of Boor ann Suoe Recorper influenced 
him to take a course in the Dr. Scholl Orthopedic 
Training School. From that time on, it was plain to 
him that shoe selling should be put on a higher and 
different level. 

After spending three years as a salesman and three 
years as a manager of a novelty chain shoe store, Mr. 
Hieshetter joined the Scholl Foot Capifort Shop, then 
went to St. Louis as manager in 1938. In four years. 
this store was outgrown and a largéteone was opened. 
In 1937, Hieshetter’s brother, who ‘travels the Pacific 
Coast for the Scholl Manufacturing Co., had the chance 
to purchase the present store in San Diego, a move 
that was never regretted. The store name “Brothers” 
is used, due to the two brothers interested in the busi- 
nss and that it is an easier business name to remember 
than the owner’s name. The history of the San Diego 
store since its purchase has been one of steady prog- 
ress, and the outlook for the future is very promising. 








A °**SHOE 


WITH the purpose of broadening the knowledge of 
their employees—and themselves as well—in the funda- 
mentals of shoe retailing, Santa Barbara, California. 
shoe merchants, in conjunction with the City School 
Department, have organized a very successful Shoe 
Clinic with a practical course of instruction covering 
both fitting and salesmanship. 

The shoe retailers who composed the Advisory Com- 
mittee and sponsored the undertaking included Ralph 
T. Runkle, president of the Santa Barbara Shoe Dealers 
Association; S. A. McFarland, Michel A. Levy, Leo 
Schauff, Art Artuso, M. Stewart Fullerton, Sam Paul, 
D. J. Hilger and Harry Sugarman. Curtis E. Warren, 
Superintendent of Schools at Santa Barbara, gave his 
whole hearted support to the measure, and detailed 
Wiley B. Tonnar, Director of Business Education, to 
personally take charge of the clinic. 

Such clinics have been held elsewhere with varying 
degrees of success. In Santa Barbara, however, the one 
hundred per cent cooperation of the shoemen them- 
selves under the energetic leadership of Ralph Runkle, 
together with the splendid support of the city’s educa- 
tional system, make the results a virtual certainty. 
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CLINIC’’ 


Shoe Education Advisory Committee that planned 
Santa Barbara Clinic. In the picture, reading from 
left to right around the table are the following: D. J. 
Hilger, M. Stewart Fullerton, Art Artuso, Sam Paul, 
Ralph Runkle, president of the Santa Barbara Shoe 
Dealers; Wiley B. Tonnar, Coordinator of Distribu- 
tive Occupations, Santa Barbara City Schools; Michel 
4. Levy, Harry Sugarman, S. A. McFarland and Leo 
Schauff. 


With past failures in mind, we frankly asked Director 
Tonnar these questions: 

HOW DID THE SCHOOL BOARD COME TO SE- 
LECT SHOES FOR A STUDY? 

HOW DID YOU PROCEED TO ORGANIZE THE 
SHOE MEN? 

HOW DID YOU GET INTEREST ENOUGH 
AMONG THE RETAILERS AND THEIR SALES OR- 
GANIZATIONS TO ENROLL SUCH A LARGE 
CLASS? 


EN reply, Mr. Tonnar described the Santa Barbara 
procedure as follows: 

“In the first place I never worked with a better lot 
of men anywhere than the Santa Barbara shoe dealers. 
The request for a Shoe Clinic came first from some of 
the shoe men. These fellows wondered why something 
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Merehants and Salespeople 


How Shoe Retailers of Santa Barbara, Calif... Operating Under 


the George-Deen Act and in Conjunction with the City School 


Department, Organized for Training in Better Salesmanship 


couldn't be done for shoe employees and employers in- 


town. After contacting Ralph Runkle, a meeting of the 
shoe dealers was called. After explaining the possibil- 
ities of a shoe class as it could be operated under the 
California Distributive Occupational Program, which is 
under the George-Deen Act, the retailers decided to 
work out a clinic. 

“It was carefully explained to the dealers that if they 
did want a class, they should be the ones to decide on 
what should be offered, suggest speakers, etc. This was 
to be their program. something very practical, and they 
would develop it. 

“Different speakers were outlined by my Shoe Advis- 
ory Committee as the outline for the program de- 
veloped. All but one of the speakers were asked by the 
different shoe dealers; it was their program. Only out- 
standing people ,were selected by the Advisory Com- 
mittee to speak to the group. 

“I believe that the best way for other communities 
to organize a similar clinic would be by working 
through the Distributive Occupations Education Pro- 
gram of their local school system. If they do not have 
this program the business men should contact the local 
Superintendent of Schools. (The George-Deen Act is a 
federal law, making certain funds available for retail 
education, so its provisions apply in all states. ) 

“I also firmly believe that the local school authority 
should develop a Shoe Advisory Committee. This com- 
mittee should be composed of shoe people in the com- 
munity who are interested in developing better con- 
sumer contacts for the shoe industry. I believe that this 
Advisory Committee should give advice to the school 
authority, providing the advisory committee feels that 
something should be done. It should answer such ques- 
tions as the following: Should a class, clinic, or confer- 
ence be held? What should the content of the class or 
clinic consist of? If a conference, what are some of 
the problems? Where, when, length of meetings, and 
how many meetings should be held? (This is a guide 
only and may be changed.) If a class is to be organ- 
ized, is there anyone locally whom you would recom- 
mend to teach it? If a shoe clinic is to be organized, a 
program should be developed, speakers. etc. If a 


by HARRY BR. TERHUNE 


conference is wanted, the local school system should 
furnish the conference leader and the latter should be 
well trained.” 

At the first session of the Santa Barbara Clinic, 
“Feet” was a topic dramatically presented through a 
film which showed the common causes of foot ailments, 
corrective exercises and the value and importance of 
correctly fitted shoes to the customer. 

The manufacture of a custom made shoe was dis- 
cussed by George J. Jedlicka, a local shoemaker. He 
showed a number of different steps in the making of 
a custom shoe. 

Dr. Rodney F. 
“The 


Causes of Foot Ailments.” 


Alsatt, another speaker, discussed 
Bone Construction of the Feet and Common 
M. Stewart Fullerton led a 
discussion following Dr. Alsatt’s talk. 

The third featured speaker, Paul Jesberg, of Jesberg’s 
Walk-Over Shoe Stores, Los Angeles, had as his sub- 
ject “The Importance of Proper Shoe Store Service.” 
Mr. Jesberg said in part: 

“Productivity in retail shoe stores, as in other mer- 
chandising establishments, depends largely upon human 
factors and the way human energies are applied. 

“Commencing at the front door, the proper greet- 
ing for a prospective customer is obviously important. 
The proper and correct greeting is difficult to define 
by a set form, as personalities vary. However, a rule 
that should act as a safe-guide is one where the person 
attending the door assumes the role of being host, very 
much as he would in his home if he were welcoming a 
guest. 

“The form of salutation can be varied to suit the 
“Good 


Afternoon” is always good form. The next important 


prospect and a cheerful “Good Morning” or 


step is to escort the customer to the seat intended for 
him, or her, and present the salesman who is to serve 
them by name. From here on the responsibility of 
proper service rests with the salesman, and a great deal 
will depend upon the method employed by the sales- 
person, as to whether the first impression he makes is 
helpful in consummating a sale. 

[TURN TO PAGE 30, PLEASE] 














[22] 


Te fils 





AT is interesting to see the awakening interest on the 
part of shoe men, in general, in the condition of the feet 
of soldiers. From the number of letters that we receive, 
there is a very generous desire on the part of a lot of 
young men to serve their country in the capacity of foot 
fitters, foot experts and advisers in general to the army 
and navy. 

In a way, it is positively amazing, the opinions of 
shoe men as to the terrible condition ef the feet of 
Man—i.e., soldier man. It would almost seem that loco- 
motion in any direction is nigh impossible to 70 per cent 
of the male population, because of the flaws, errors and 
damages done in civilian life. We have heard the most 
terrifying figures quoted as to the incapacity of man to 
serve as a foot soldier—unless he accepts expert (?) ser- 
vice! 

Well, it’s all part of last-minute thinking on the part 
of a lot of in the shoe business, who have many 
motives for the awakening of their interest in soldiers’ 
feet. Far be it from us to go into the angles of self- 
interest prompted by these letters and communications 
that come to us from men who labor in the field of 
shoes—all the way from the fitting stool to the chiropo- 
dist’s chair. 

What amazes us most is the fact that nearly twenty- 
five years have passed since the last mobilization of 
soldiers and during that quarter of a century, shoe trade 
interest in the fitting of feet has been so negligible that 
it is conspicuously absent from all conventions, trade 
meetings and conversation, etc., as a vital topic. At long 
last—shoe service will save a nation! ! ! 

Sure, we have the factual background of figures and 
charts to show foot faults taken in 1917 and 1918, with 
their almost microscopic inspection of human feet. But 
we have learned a lot since 17 and "18. 

The army and navy hasn’t been functioning in cripple 
fashion these twenty-five years because of the absence of 
shoe trade advice and counsel. The army and navy 
hasn’t been waiting breathlessly for the great day of 
compulsory selective training to get the valued experi- 
ence of the shoe industry. No indeed!! The army and 
navy has been doing a mighty fine job of taking soft 
young men and hardening them up for military service, 
here and abroad—foot fit as well as mentally fit for their 
technical trades. The army we have and the navy we 


OUTLOOLM 


Practieal Side to Shoe Defense 
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have is no bunch of foot cripples, as we have real reason 
to know—having at least kept up our interest in the 
fitting and the shoes of our army, navy and CCC. 

These last minute “foot-fitting patriots” are a merry 
chuckle to the men who have had the responsibility of 
our national soldier foot-efficiency and we have heard, 
time and time again, “We could teach the retail shoe 
store something about the difference between practical 
shoe fitting and commercial shoe fitting—one where the 
soldier’s foot is fitted to the shoe, as against what is too 
often the case in the commercial enterprise, reconciling 
the shoe on the shelf to the foot in the fitter’s hand.” 


N OW it may be said, with full credit and enthusiasm, 
there is no field of government supply that is as orderly, 
efficient and timely as the manufacture of shoes for 
army, navy and CCC work. Our factory system of 
assembling materials and fabricating them into regular, 
standard, up-to-specification footwear for military use, 
is the best in the world. 

We have no bottle-necks in shoes. We have a willing 
group of manufacturers who get their contracts on an 
open, competitive bid basis, at the lowest possible price. 
If you have had any experience watching the flow of 
contracts from shoe making to final delivery, you will give 
expression to the wish and hope that a similar, orderly 
practice can be developed in the production of every 
war instrument—from airplanes to tanks. 


All industry could well pattern the shoe industry 
in its coordinated efficiency for war and for peace. 
What’s more, there is none of this talk about “the 
government owning a lot of factories.”” Our shoe 
defense plants are geographically spread around the 
country and the War Department encourages a sim- 
ilar wide distribution of skills and abilities to manu- 
facture the necessary shoes for the armed forces. 
The shoe industry has not asked where does it stand 
as a beneficiary of special defense amortization. No 
siree, this industry, decentralized as it is, has been 
in long-range practical service to the army and navy 
without trumpets and medals and complimentary 
citations. It modestly does ony it is had to 7 + 
and we are exceedingly proud of the accord that 
exists between the officers of defense and the civilian 
manufacturers of shoes who build the shoes as 
wanted and who make of their works an honest 
undertaking, modestly performed. : 
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Buy with CONFIDENCE 
Sell with ASSURANCE 


These shoes are the “SMALL FRY” 
made by the manufacturers of the 
famous 


“College Hill 
Sport Welts” 


They receive the same careful attention 
as to quality, fit, and styling as their 
older sisters. They “belong” in our line 
and they “belong” in your store. 


GENUINE GOODYEAR WELTS 


For Children: 81 to 12 Fy GO 
SPRING HEEL € 


TERMS: 5% 10 days, net 30 
days. Service charge of ten cents 
(10) on orders totaling four pairs 


or less. 
For Misses: 1212 to 3 ry O 


7/8 STRAIGHT BREAST HEEL ® 














A 


Spalsbury 


Stes Deevers 


SHOE COMPANY 
W chington AY St. Lot Mo 
3-23 as 
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National Shoe Fair Reservations 
Point To NEW PEAK... 


N. ETTELBRICK 


Chairman, Display Committee, National Shoe Fair 


Twelve Entire Floors Set Aside At 
Stevens Hotel, Chicago, for 1941 Show, as Display Committee 
Meets to Make Initial Assignments—New Record Set, Both in 
Room Assignments and Number of Manufacturers Represented 


THE Display Committee of the National Shoe Fair, 
headed by its Chairman, N. Ettelbrick of the Ettelbrick 
Shoe Co., Greenup, Illinois, and Harry E. Fontius of 
the Fontius Shoe Co., Denver, Colorado, vice-chairman 
of the National Shoe Fair, met recently in Chicago to 
assign the hundreds of display rooms reserved for the 
1941 Fair to be held in Chicago, January 6, 7, 8 and 9. 

The response to the official application sent to the 
shoe industry was so overwhelming that it required 
two days for the committee to make room assignments 
and consider reservations according to the “Conditions 
of Application” providing for the method of selecting 
and assigning exhibit space. 

The Stevens Hotel, official headquarters for the Na- 
tional Shoe Fair for the fourth consecutive year, will 
again house the enormous number of displays, setting 
aside twelve full floors to meet the demand for exhibit 


space. The National Shoe Fair is the only shoe show 
jointly sponsored by the National Boot & Shoe Manu- 
facturers Association and the National Shoe Retailers 
Association, each association appointing five members 
to serve as the Joint Committee for conducting the ac- 
tivity of the fair. 


THE prestige of the fair has gained such prominence 
that the industry now accepts it as the one dominant 
national shoe show, where all important lines are repre- 
sented and principal executives from leading firms at- 
tend. 

The flood of reservations for exhibit space not only 
included shoe manufacturers of all grades and types of 
footwear, but many applications were received from 
wholesalers and firms of allied lines and accessories. 

[TURN TO PAGE 31, PLEASE] 
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There is a richness about this famous leather that makes it the obvious 
choice for certain high-fashion footwear. And, like the other beautiful 
vegetable tannages by Gallun, Cretan Calf has the properties you seek, 
to satisfy those discriminating people whose patronage can mean so 
much to a store’s success. . bere is healthful comfort in its pliant 
softness — softness that sur fe@peated wettings and dryings.. . 
There is freedom from “pingRing f Cretan Calf resists expansion 
and contraction with humidify chanifes . . . No free acid to affect 
sensitive feet .. . Insure cust bd will and repeat sales. Check 
the Gallun numbers in youRyordexg to leading manufacturers . 

A. F. Gallun & Sons Corpormiigl Iwaukee, Wisconsin. 
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An Ad That Hits the Spot 


Although it may seem strange to 
talk about sale ideas this late in the 
season, here is an idea that is so good 
and so unusual that it can hardly 
wait. Below are two photographs of 
a sign board on Wilshire Boulevard, 
Les Angeles. Both photographs are 
of the same bill board, but taken four 
days apart. For four days Wilshire 
Boulevard’s heavy traffic saw the 
questioning copy, “Have you heard 
the news?” as it appears in the first 
photograph. Public curiosity having 
been sufficiently aroused, the right 


hand balloon was filled four days. 


later with the answer: “I’m on my 
way! Semi-annual shoe sale at C. H. 
Baker’s.” A reflector device embel- 
lishing the giant shoe, giving a shim- 
mering effect at all times, proved an 
added attention-attracter. 

A mailing piece, a newspaper ad 
and a poster tied in with the bill 
board ad at the same time to heighten 
public interest in the sale. 

e. &.2 


For Quick Sale 
ODDS AND ENDS 
WAY BELOW COST 
YOU PICK ’EM 


The above sign appears in the door- 
way of the John Hancock Shoe Store, 
Nassau Street, New York City. Be- 


by JOHN F. W. ANDERSON 


neath, and tilted on edge, is a large 

two bushel paper carton filled with 

miscellaneous street shoes, play shoes 

and slippers. An open invitation to 

the passing shopper to step just inside 

the doorway and pick up a bargain. 
* . 7 


Unity for Defense 


The National Retail Dry Goods 
Association in cooperation with other 
groups, is sponsoring a National Retail 
Demonstration from Sept. 16 to 21, 
with the objective of emphasizing to 
the public the multitude of services 
which retail stores perform each day 
of the year in the interest of their 
customers and communities. 

Major Benjamin H. Namm, of The 
Namm Store, Brooklyn, chairman of 
the National Retail Demonstration 
Committee, said that the Demonstra- 
tion this year will provide stores with 
the occasion to show their sincere in- 
terests in the needs of the country by 
rousing the public to the undivided 
support of the defense program. 

How retailers, during the National 
Retail Demonstration, and in the 
months following, will support the 
preparedness efforts is indicated from 
general suggestions in the program of 
the Demonstration during the week of 
Sept. 16, as reported by Major Namm: 

(a) To practice and preach the 

doctrine of supporting na- 


tional defense. 

(b) To sustain a patriotic note in 
their advertising and store 
displays. 

(c) To promote and display 
American flags and patriotic 
merchandise. 

(d) To give practical encourage- 
ment to employees who wish 
to*serve their country. 

(e) To disseminate to customers 
such defense literature as the 
government may wish to have 
distributed. 

(f) To cooperate closely with their 
sources of supply to prevent 
any unwarranted price in- 
creases. 

(g) To stand in readiness to act 
at any time the Covernment 
may deem it necessary to 
reach, promptly and effec- 
tively, the great mass of con- 
sumers with whom stores are 
in daily contact. 


“In keeping with the basic aims of 
National Retail Demonstration, lead- 
ing stores throughout the land will 
concentrate their efforts to have their 
stores in apple-pie running order 
during the week of Sept. 16. Many 
stores will hold “open house” with 
customers invited to visit behind the 
scenes of their favorite retail institu- 
tions during the period. Store in- 
teriors will be stocked with eye-filling 
assortments of new Fall merchandise. 
and in keeping with regular advertis- 
ing programs, retailers will stress to 
their customers the various ways in 


Two views of the same sign board—one to arouse curiosity—the other to sell shoes. 
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BEST IDEA OF THE WEEK 
PAY UP! — OR ELSE! 


(Greisen’s, Sturgeon Bay, Wisconsin) 


O. P. Ideator—“I understand that you have de- 
veloped a very simple and fool proof system in the 
time payment selling of men’s apparel and shoes. With 
a number of shoe stores and departments experiment- 
ing with three and four payment sales, I know that 
the shoe trade would be interested in hearing about 
your plan.” 


Mr. Stan Greisen—“We have found that the or- 
dinary sales slip and sales book isn’t adequate in a 
time payment account and we feel that a legal type 
of contract stating the terms of the agreement is liable 
to scare customers away. What we have devised is a 
form that combines the simplicity of the sales slip yet 
includes the formula of the contract. On the reverse 
side of the sales slip is included the legal contract 
the gist of which is that the seller retains ownership 
of the article until paid in full even though the shoes 
or clothing be in the hands of the wearer. Also, the 
terms list the fact that the purchaser’s salary is liable 
for payment. These terms become effective as soon as 
the purchaser misses a. payment.” 


O. P. Ideator—“Don’t you think those are pretty 


strong terms to give to a purchaser of a pair of shoes 
on time?” 


Mr. Greisen—“You will notice that all the essential 
information for credit selling is listed in this one sales 
book. The complete book is put up with four sheets to 
a set: original, parchment (blank), triplicate, and 
quadriplicate, and there are fifty sets to a sales book. 

“As for your statement that these terms sound 
pretty strong. I agree with you. But the back of the 
sales slip contains all the essential information in 
case we need to take action to collect the payments. 
It keeps the customers honest. Of course, I must 
admit that the repossession clause is important only 
in a psychological way as one would not want to take 
back clothing or shoes unless absolutely necessary, 
but there is always the possibility that a retailer could 
and keep the payments coming in.” 


O. P. Ideator—“My appreciations, your suggestions 
will be turned over to the trade as those which have 
been proven in practice. They will be useful to any- 
one contemplating credit or time payment sales in 
his shoe store or department.” 











which stores serve them in good times 

and bad throughout the year. Window 

and interior displays will represent 

the maximum of retail creative effort.” 
* * * 


A FITTING LESSON 


An old timer in the shoe game, and 
one who knows the selling of shoes 
from A to Z, recently passed on to us 
the following bit of selling advice: 

“Try to sell the first pair right— 
then when the customer has confi- 
dence, sell the second pair right. After 
that try to educate the woman to take 
just about one-tenth of the care of her 
feet as she does of her face and hands. 
The process will make many satisfied 
customers, who will stick to the one 
serving them.” 

* * * 


“Foreshadow Fall—add a lift to 
Summer in Smokey Black Suede.” 
(I. Miller, Times Square, New York) 


* * * 
Sell Starters 


Here are some ad phrases that may 
prove useful to you in planning your 
advertising and window and interior 
displays for Fall: 

“Back-to-School Shoes” 

“Back-to-School — the Fall Season 
Begins” 

“Shoes first on your School List” 

“Saturday is School Day at Smith’s” 

“Campus Favorites for Freshmen” 

“Autumn Days are School Days 


and new Shoe Days” 

“Fall Days and Comparison Days” 

“Shoes for Fall Openings” 

“Style Reliables for the College 
Campus” 

“Shoes of Consequence for Dates 
of Importance” 

“Shoes designed for Girls going to 
School” 


“Shoes Handpicked by 
Style Authorities” 

“Perfect—from the Top of your 
Head to the Tip of your Toes” 

“Feet First into Fall” 

“Well Shod and off to School” 

“New Shoes complete the 
Wardrobe” 

“Smart Shoes for Limited Budgets” 


Campus 


Fall 





Form 100. 


GREISE S 


STORE Fou! bot 
CTeaeten Gay,wit 


Date 


"Tie Over Bi years clase 





| Hl HY 
+H 


In consideration of the sale to the purchaser of the mer- 


Copyright 1900—Stanton Greisen, Sturgeon Bay Wie 











4 —— sales slip appears on one side of Stan Greisen’s time payment 
The terms of the contract are printed on the reverse side. 
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William H. Bresnahan Elected President of 


Compo Shoe Machinery Corporation 


WILLIAM H. 


Boston—At the August meeting of 
the board of directors of the Compo 
Shoe Machinery Corporation, William 
H. Bresnahan was elected president to 
succeed the late Barnard S. Solar. Mr. 
Bresnahan’s election will be hailed 
throughout the shoe industry as a na- 
tural culmination of his years of tire- 
less service in developing and promot- 
ing the cement shoe technique. No 
other man has done sp much to estab- 
lish the cement sole shoe in the position 
it holds today. 

In his early boyhood he displayed an 
unusual interest in shoe machinery, 
working for his father, the late 
Maurice V. Bresnahan, who was an in- 
ventor of many important machines 
used in shoe factories and was un- 
doubtedly a strong influence and in- 
spiration to his son who today carries 
on the family tradition so successfully. 

At the end of the first World War, 
after having served in naval aviation, 
Mr. Bresnahan returned to his home 
in Lynn and started in the business of 
making shoes. Later he established the 
Bresnahan Shoe Company of Boston, 
making women’s novelty shoes. It was 
here that he met Barnard S. Solar, a 
salesman for the line, who was to play 








BRESNAHAN 


such an important part with him in 
later achievements. A strong friend- 
ship started from this business rela- 
tionship, and the two men worked close- 
ly together throughout the years until 
Mr. Solar’s death in July of this year. 
They were familiar figures at all shoe 
conventions and endeared themselves to 
a wide circle of friends as “Barney and 
Bill.” The leather show which will be 
held in September of this year will be 
the first important gathering of shoe 
men in more than twenty years where 
these two friends and partners will not 
be seen together. 

It was at the Bresnahan Shoe Co. 
in the early 1920’s that Mr. Bresnahan 
applied his inventive genius to the prob- 
lem of cement sole shoes, and here the 
first serious attempts were made to at- 
tach the soles of shoes by adhesion. 

Cemented shoes had been known both 
here and abroad for many years. But 
manufacturers of this country had only 
made sporadic and unsuccessful at- 
tempts to exploit the type. Mr. Bres- 
nahan’s work met with immediate suc- 
cess, attracted the attention of other 
shoe manufacturers, and led to demands 
for machinery of the type that he was 
using. Bresnahan’s earliest patent ap- 





plications were filed in 1928 and in his 
own shoe factory he worked out the 
mass production machinery and the 
methods needed to make cemented shoe 
manufacture practical. The problem 
was primarily one of handling the sole 
affixing presses used to cement attach 
outsoles to lasted shoes. Bresnahan’s 
solution, considered broadly, comprised 
proper routing of these presses along a 
closed conveyor path coupled with 
means for successively applying air 
pressure to each press. With this 
equipment which is described in his No. 
2005608 patent, the sole affixing oper- 
ator can be kept constantly employed 
loading and unloading presses which 
are routed over a sufficiently lengthy 
traverse to permit the cement to set. 
He also devised special presses adapted 
for his system. 

Using his early patent applications 
as a nucleus, he formed the Compo Shoe 
Machinery Corporation and this com- 
pany now controls about eighty domes- 
tic patents and has many foreign 
patents and pending applications which 
reflect the basic ideas advanced by Mr. 
Bresnahan. Compo’s service to the 
shoe industry in making Bresnahan’s 
inventions available has led to sensa- 
tional results. In 1927 there was no 
production of cemented shoes in the 
United States. In 1928 there was a 
production of approximately 40,000 
pairs, mostly produced in the Bresna- 
han factory. In 1929 and thereafter 
when the Compo corporatic: began to 
function, production grew tapidly and 
steadily despite unsettled business con- 
ditions at the time. More than 300,- 
000,000 pairs of Compo shoes have been 
made since then and all production by 
Compo licensees embodies the Bresna- 
han inventions. The cemented shoe in 
the short space of ten years has been 
established as one of the important 
types, and the many factories which 
are now benefiting from its advantages 
are mindful of Bresnahan’s valuable 
contribution. 

There are 177 Compo licensees manu- 
facturing cemented shoes. These li- 
censees of the Bresnahan prtent form 
a substantial proportion oi: tie ap- 
proximately 1100 factories in the entire 
country, and account for a good share 
of the employment and business of the 
shoe industry. Other machines devel- 
oped by the Compo corporation are in- 
stalled in 384 factories. 

In addition to the election of Mr. 
Bresnahan as president, other officers 
were elected as follows: Hamilton Pell, 
chairman of the board; Leo P. Nemzek, 
vice-president and general manager; 
Michael G. Stratton, secretary - trea- 
surer; Percy L. Slayton, assistant secre- 
tary and assistant treasurer. 

The usual quarterly dividend was de- 
clared of 25 cents on the company’s 
common capital stock and 62% cents 
on the $2.50 Convertible Cumulative 
Preferred stock, both payable Septem- 
ber 16 to the stockholders of record 
at the close of business September 5. 
The net worth of the corporation was 
$1,764,399 as of December 31, 1939. 
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Headin’ for the Hills 


[CONTINUED FROM PAGE 17] 


and the wrap-around. Soles are of ail 
leather or with a ribbed rubber or com- 
position outsole and heel. This rubber 
outsole is a fairly new development and 
is much in favor, since besides prevent- 
ing snow from sticking to the bottom 
of the boot, it also prevents moisture 
from seeping into the leather. 

Many of the boots are fitted with a 
double heel groove with a small out- 
side sole leather counter for a second 
hitch in the heel binding. This feature 
allows a firmer binding and more con- 
trol for the skier. 

Practically all the boots carry the 
outside reversed welt. This was a fea- 
ture once only to be seen in European 
boots sewn by hand. American machin- 
ery has recently been developed to do 
this job and now it is a universal fea- 
ture on boots made here. 


Growing Ski Shoe Market 

All of these developments take time 
and money and the future of the ski 
boot business is apparent from the ef- 
fort that is being put into it by Amer- 
ican manufacturers. Each Winter for 
several years back has seen a growing 
market for ski boots, and the coming 
season should be no exception. 

Increasing popularity of skiing has 
been accompanied by a revived and in- 
creased interest in skating. This sport 
has several advantages, especially its 
accessibility. It is independent of geog- 
raphy and climate. The New York 
World’s Fair in torrid July can have 
its outdoor ice skating rink—and does. 

There is a market, therefore, for 
skates and skating shoes practically 
everywhere, except in the extreme 
southern sections. Comparatively few 
shoe merchants, however, have taken 
full advantage of its possibilities, with 
the result that most of the business on 
these sports footwear specialties has 
gravitated to the sporting goods stores 
and the department stores. Some of 
the more elert shoe stores are now mak- 
ing vigorous efforts to get it back, and 
as time goes on it is not improbable 
that many more shoe retailers will 
recognize the profit possibilities in 
skates, skating shoes and equipment. 
Certainly the shoe store is the logical 
place for this business. 

And after that strenuous day of 
skiing or evening of skating, after the 
heavy boots are taken off—what then? 
Well, then’s the time for the after-ski 
boot or slipper—soft and luxurious. 

There are two definite types of after- 
ski shoes—the rather heavy waterproof 
boot and the light, soft-soled “fireside” 
slipper or shoe. We show both kinds 
here. Both are frequently fleece-lined 
and either laced or slide fastened. 
Natural color shearling leather for the 
upper is very smart and popular. 

The rubber or rubber-soled boots are 
obviously designed for wear in the 
snow. Some are entirely of rubber, 
like two we show here. Another, also 


illustrated, is partly of leather, partly 
of rubber. Boots like these can serve 
a variety of purposes. The college girl 
might very well use them for general 
campus wear in very snowy weather. 
And, of course, they are ideal boots for 
November football games when chilly 
winds blow. 

The other after-ski type, shown here, 
is soft and light, just the thing for 
lounging in slacks beside a roaring fire. 
They will keep feet warm when the 


fire is lacking. With occasional ex- | 


ceptions, they are not suitable for out- 
side wear. The wedge-heeled boot with 


rubber-covered wedge and sole is one | 


such exception. The natural colored 
shearling leather used for some of the 
smartest of these shoes has just the 


right sporty, outdoor look for the cor- | 


duroys, velveteens, etc., so popular for 
after-ski clothes. Of special promo- 


tion value are such unusual shoes as | 
the genuine hair seal laced shoe we | 


show here. 
We are showing after-ski shoes now 


because we think you have a big sea- | 
son coming for such items. The popu- | 


larity of Winter sports grows with 
every succeeding year. This year more 


people with leisure for Winter vaca- | 


tions will be spending them in this 
country. And they will be going north 
and west, as well as south, for their 


fun. Use the early college trade to test | 
out some of your ideas. There will be | 
a few far-sighted girls —and boys — | 


who will think of the Winter sport sea- 
son when they are getting ready to go 


back to school and college in Septem- | 
ber. Sell them the idea of boots for 


stadium wear in November, as well as 
the possibility of an early snowfall. 
Then you will have your cue for order- 
ing for the big season, beginning after, 
or during, the Christmas holidays. 


Satisfied Customers Bring 
Success 


[CONTINUED FROM PAGE 19] 


on their feet a great deal are not hard 
to get and always bring in good re- 
turns. 

Coming from the middle west, I 
found a different way of merchandis- 
ing, in fact most of the small stores 
and individual retailers are inclined to 
be a little too much on the side of long 
profits to sick feet people to get many 
returns. Our store was an exclusive 
Dr. Reed store. After assuming charge, 
we took in some Dr. Scholl shoes and 
now we stock both. A complete Dr. 
Scholl service is rendered as well. I 
started in the store myself and worked 
that way for the first year with the 
help of Mrs. Hieshetter, then added a 
young man to teach him the business. 
Now we have added another man, with 
the business more than doubled since 
the store was purchased. 








Nothing can take the place of 
satisfied customers and their 
recommendation of a product— 
this is the foundation of any 
successful business. 


A tie-up with Health Spot Shoes 
means more profit for the dealer. 
The reason is that customers 
who buy Health Spot Shoes con- 
tinue to buy them year after 
year, and recommend them to 
their friends. 


MR. INDEPENDENT SHOE 
RETAILER ... here is your op- 
portunity to own a business that 
will pay you big dividends. 

You can own an exclusive Health 
Spot Shoe Shop on an invest- 
ment of from $3000 to $5000. 


If you are now running a gen- 
eral store without profit, you 
would be wise to change and con- 
centrate on one line of men’s, 
women’s and children’s shoes, 


The Health Spot budget plan 
will give you the answer to mak- 
ing a profit and proper return 
on capital investment. 

All bookkeeping detail taken 
care of for you for $3.00 a 
month. Monthly operating state- 
ments prepared from daily rec- 
ords give you a true picture of 
your business. 

Plan to attend our FREE train- 
ing school, held weekly, and be 
convinced that this is the great- 
est opportunity for making profit 
in the retail shoe business. 

Men with orthopedic experience 
and a good business record 
should investigate this proposi- 
tion. Write for details today. 


MUSEBECK SHOE COMPANY 
DANVILLE ILLINOIS 











EXTRA PROFITS 
for retailers who start their 
Fall season with a 


TAYLOR’D BROGUES 
PROMOTION 


TAYLOR’D BROGUES will appear 
September ninth in Life, as shown 
on the opposite page. This powerful ad- 
vertisement reaches nineteen million 
readers, Taylor-Made dealers receive 
special newspaper mats, display cards, 
mailing pieces, and copies of the mag- 
azine to tie in with it. These materials, 
and the other helps regularly available, 
give Taylor-Made sales an initial im- 
petus that carries throughout the season 
-+- makes many an extra sale and extra c 
profit. One reason why so many success- 

ful stores feature Taylor-Made Shoes. 


+4 
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Advertised in 


every other week 





PROOF 
THAT CUSTOM 
CHARACTER 
NEED NOT 
BE EXPENSIVE 


150 
NUMBERS 


IN STOCK 


PROMPT 
STOCK 
SERVICE 


STYLES 
TO SUIT 
EVERY AGE 
EVERY TASTE 





E- E- TAYLOR CORP: - - BOSTON: MASS. 


| 





A “Shoe Clinic” for 
Merchants and Salespeople 
[CONTINUED FROM PAGE 21] 


“It being an established fact that 
shoes must be worn on the feet with a 
degree of comfort and that the proper 
fitting is necessary before a purchase 
can be contemplated, the first step is 
to obtain the size requirement by 
proper measurement. This should be 
done before asking the customer the 
purpese for which the shoe will be 
worn, whether tailored, sports, or dress. 
After the customer has indicated the 
type of wear the shoes are intended for, 


the salesman should use his preroga- 
tive in choosing what he believes will 
be the color, type, and pattern that will 
best please his customer. If his selec- 
tion does not meet with the approval 
of the customer, she can then express 
her wishes. 

“The matter of fitting the feet cor- 
rectly is a service that the customer 
expects from a trained shoe fitter, and 
if the proper technique is employed, it 
will be unnecessary for the salesman to 
ask the question of whether they feel 
long enough, or wide enough, or even 
if the style pleases them, as such ques- 
tions often create a doubt in the cus- 
tomer’s mind as to the ability of the 


salesman to judge the fitting he is mak- 
ing. The fitter should be competent in 
judging the question of proper fitting. 

“There are a number of pre-requi- 
sites that a successful salesman must 
possess, and the more important are 
tact, calmness, resourcefulness, en- 
thusiasm, ambition, good health, cheer- 
fulness and a genuine whole hearted 
smile. While each one of the afore- 
mentioned attributes are important, the 
friendly smile has probably saved more 
sales than any of the others, and has 
probably also accounted for more re- 
peat sales.” 


Cites Inequality in Proposed 
Tax Legislation 

New York—In a statement to the 
House Ways and Means Committee, the 
Tanners’ Council criticized a paradoxi- 
cal feature of the proposed excess 
profits tax legislation. The bill as 
brought out from sub-committee would 
have potentially more serious con- 
sequences for an unprofitable industry 
than for industries where fair returns 
have been earned on investment. 

Two options were provided in the 
sub-committee draft of the bill for de- 
termining income subject to excess 
profits tax. Under the first, average 
earnings during 1936-1939 inclusive, de- 
signated as the base period, may be 
deducted from net income before ap- 
plying excess profits taxes. The sec- 
ond plan would permit the ratio of 
earnings against invested capital in the 
base period to be used as the basis of 
deduction. However, the maximum 
credit could be no more than 10 per 
cent of invested capital, while the mini- 
mum credit is set at 6 per cent of the 
first $500,000 of invested capital and 
4 per cent on all additional capital. 

Both options, the Council stressed, 
would penalize the corporation with low 
earnings or losses in the base period. 
Such taxpayers could take a credit of 
little more than 4 per cent, and be com- 
pelled to pay prohibitive taxes on any 
remaining income. However, corpora- 
tions with substantial earnings in previ- 
ous years would automatically be al- 
lowed credit up to 10 per cent of in- 
vested capital. 

In the case of industries with rea- 
sonably stable earnings and fair re- 
turns upon invested capital in former 
years, the proposed plan may not offer 
any discrimination or hardship. That 
is not true, however, in the tanning in- 
dustry where slow turnover and ex- 
treme price fluctuations have caused 
annual income to the highly erratic. 
The industry has not only suffered sub- 
stantial losses in previous years, but 
annual income has been notoriously un- 
stable. A coincidence of a sharp price 
rise and expanded volume in any given 
year might inflate income beyond aver- 
age or long term earnings. Further- 
more, in many instances such inflated 
earnings would represent income which 
will inevitably be offset by subsequent 
losses when raw material prices decline. 
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National Shoe Fair 
Reservations 
[CONTINUED FROM PAGE 24] 


“While we knew that the National 
Shoe Fair is the industry’s outstanding 
gathering of manufacturers and buy- 
ers,” said Chaifman Ettelbrick, of the 
Display Committee, “the committee was 
astounded by the huge number of appli- 
cations for display space that greeted 
us at our meeting. 

“The initial duty of the committee 
was te carefully review the ‘Condi- 
tions of Application’ established by the 
Joint Committee for “tHe purpose of 
rendering to exhibiters, fair and equit- 
able treatment. 

“Having informed ourselves of the 
regulations, we proceeded to assign 
rooms from the applications in the 
order they were entitled to be con- 
sidered by the committee. The com- 
mittee was very much surprised at how 
few requests for definite rooms could 
not be complied with in either of the 
first or second preferences mentioned 
in the application. The committee, 
however, in every instance attempted 
to meet the requirements of the exhib- 
itor following his choice of exhibit space 
as nearly as possible and always being 
guided by the ‘Conditions of Applica- 
tion’ in assigning display space. 

“Over 672 reservations for display 
spaee were made in the Stevens Hotel, 
which we understand sets a new high 
record for number of rooms to be 
assigned by the Display Committee at 
its initial meeting for any of the pre- 
vious Fairs. 

“Not in room assignments alone was 
a new record set, but the number of 
manufacturers represented in the list 
of reservations includes practically 
every important firm in the United 
States, with all major shoe markets 
fully represented. 

“The National Shoe Fair attracting 
as it does the largest number of buy- 
ers ef any shoe show, finds few manu- 
facturers who fail to take advantage 
of this once-a-year selling opportunity 
where shoemen can contact more buy- 
ers at one time, in one city, under one 
roof, than anywhere else. 

“Early indications point to a record- 
breaking 1941 National Shoe Fair, with 
an anticipated increase in number of 
display rooms over the high record 
of 1054 displays at the 1940 Fair. 

“The Display Committee is dedicated 
to the principle of making every effort 
to serve the exhibitors in any way pos- 
sible and assisting in making their par- 
ticipation in the fair successful and 
profitable,” said Chairman Ettelbrick 

Additional members of the Display 
Committee are George Miller, of I. Mil- 
ler & Sons, Inc., Long Island City, 
N. Y., and Louis F. Tuffly, of Krupp 
& Tuffly, Inc., Houston, Texas. 

Stanley Heald, chairman of the 1941 
National Shoe Fair, and president of 
The Stetson Shoe Company, Inc., South 
Weymouth, Mass., was unable to be 
present at the meeting. 


Above is the next 








Walter Rickard 


Reed Superintendent 


RocHeEsTer, N. Y.—Walter G. Rick- 
ard has been named superintendent of 
the firm of E. P. Reed & Co., manu- 
facturers of footwear for women, as 
successor of his father, the late Martin 
J. Rickard. 

For the past seven years the new 
superintendent had been assistant to 
his father. He is a capable craftsman 
who combines thorough knowledge of 
shoemaking with executive skill and 
intensely human qualities. 

Walter G. Rickard entered the field 


prestige and preference thus built makes Tay- 
lor-Made Shoes easier to sell— sure to repeat. 


TAYLOR'D 
BROGUES 


PROOF .. . that custom character 
need not be expensive 


Taylor-Made Shoes prove that all you want in a 
- shoe can be had at a moderate price . . . the smart- 
est styling . . . fine leathers . . . beautiful shoemak- 
ing ... instant and lasting comfort. TAYLOR’ D 
BROGUES, illustrated above, and many other 
styles suited to every man’s taste can be seen at your 
local Taylor-Made dealer's . . . or write the makers 
for illustrated folder 
E- E- TAYLOR CORP- ,275 Congress Street, Boston, Mass. 


mn 
TAYLOR-MADE advertisement 
Taylor-Made Shoes have consistently ap- 
peared in LIFE since its inception. The national 


SEPTEMBER 9 


of shoe manufacture when his father 
was superintendent of the Julian & 
Kokenge Co. at Cincinnati. When the 
father returned to his home city of 
Rochester in 1919 to become superin- 
tendent at Reed’s, the son came with 
him and was made foreman of the welt 
room, continuing in that place until he 
became assistant to Mr. Rickard, Sr. 
Although content to be overshadowed 
by his father during pleasant years of 
their long association, the talents of 
the new superintendent earned recog- 
nition among shoe men; he gained 
popularity with associates in the fac- 
tory and with acquaintances elsewhere. 
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National News 





Hide Declines Reflect Blockades of Europe 





Domestic Statistical Position Not Unfavorable Despite the Fact 
that Heavy Surplus of Foreign Hides Overhangs 
the Market Here _ 


New York—Improved economic con- 
ditions in this country, the brighter 
business outlook and the indications of 
maintained industrial activity, have 
been relegated to the background, ap- 
parently, as far as their effects on hide 
prices are concerned. Constructive de- 
velopments were obscured by the in- 
tensification of aerial warfare with 
England, uncertainty over what Wash- 
ington developments will bring forth 
and the exact type of an excess profits 
tax which is expected to be passed 
within a few weeks. 

Optimistic estimates on shoe pro- 
duction and sales for the current and 
subsequent month and the satisfactory 
reports on retail shoe business have 
also failed to affect the hide market. 
Uncertainty and apprehension have 
been engendered by the effective 
British blockade of Continental Europe 
and its resultant restraining influence 
on international hide trading. 

Hide prices have moved progressively 
downward in spite of the increased 
needs on the part of tanners, the fact 
that packers are well sold up, and that 
hide prices have already been pared 
drastically in the last few months. As 
a matter of fact, spot hides have been 
reduced almost 40 per cent from the 
prices prevailing a few short months 
ago. 

Reasons for the severity of the de- 
cline can be found in the threat that 
as long as Continental Europe is elimi- 
nated as a normal importer of foreign 
hides, there remains the possibility of 
these hides eventually coming to the 
United States. That is to say that 
normally Europe consumed the great- 





Dates to Remember 


Monthly Showing Chicago Shoe Trav- 
elers Association, Morrison Hotel. 
Chicago, Ill August 26, 27, 1940 

Monthly Shoe Fair, Michigan Shoe 
Travelers Association, Hotel Stat- 
ler, Detroit, Mich.....September 9, 1940 

National Men’s Shoe Week 

September 14-21, 1940 

Official Opening of American Leathers 
and Style Conference for Spring, 
1941, Waldorf-Astoria Hotel, New 

September 16, 17, 1940 

Boston Shoe Fair, New England Shoe 
and Leather Association, Hotel Stat- 
ler and Parker House, Boston, Mass. 

December 2, 3, 4, 5, 1940 

National Shoe Fair, Hotel Stevens, Chi- 
cago, Ill January 6, 7, 8, 9, 1941 

Michigan Annual Shoe Fair, Michigan 
Retail Shoe Dealers Association, 
Hotel Statler, Detroit, Mich. 

January 12, 13, 14, 194] 

Charlotte Shoe Show, Hotel Char- 
lotte and Hotel Selwyn, Charlotte, 

N. January 12, 13, 14, 1941 

Joint Annual Convention Southwest- 
ern Shoe Travelers Association and 
Texas - Oklahoma Shoe Retailers, 
Hotel Adolphus, Dallas, Texas. 

January 12, 13, 14, 15, 1941 





est proportion of the South American, 
East Indian, African, New Zealand, 
Java, Cuban and Mexican hides. Now, 
with Europe blockaded by Britain, and 
Britain partially blockaded by German 

[TURN TO PAGE 35, PLEASE] 


Important Discussions at 
Coming Style Conference 


New York—Officers and directors of 
the National Shoe Retailers Associa- 
tion, whose semi-annual Style Confer- 
ence is to be held at the Waldorf- 
Astoria Hotel here September 16 and 
17, are convinced that this meeting 
will be one of the most important in 
the history of the Style Conference, 
mainly because of the changes in fash- 
ion and designing centers which have 
resulted from this Summer’s develop- 
ments in Europe. As a result of these 
changes, American designs are being 
promoted even more extensively than 
heretofore, with the prospect that this 
country may win recognition as the 
world’s fashion center. 

An announcement from N.S.R.A- 
headquarters states that the coming 
style conference will deal with this 
problem in the broadest sense of the 
word, not only in its relation to the 
shoe and leather industry but from 
the standpoint of fashions in general. 
The subject will be discussed by the 
ablest authorities from all departments 
of the designing and fashion fields, and 
these discussions will not only be of 
great interest but also of the profound- 
est importance to all branches of the 
shoe and leather industries. This will 
be the first important national gather- 
ing of any of the apparel industries 
since the invasion of France and the 
occupation of Paris, and will therefore 
afford the first opportunity for formal 
discussion of the effect of these moment- 
ous events on the world of fashion. 

It is hoped that the attendance of 
shoe retailers at this Style Conference 
will be even larger than usual, so that 
there may be an exchange of views in 
connection with plans for the shoe and 
leather industry for the coming Spring 
and Summer, with as many merchants: 
as possible represented. 
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Reproduces the toe lines of any last 
accurately — an important factor with 
sharp edge lasts: plateau — square toe. 

Fuses the lining, doubler and box toe 
into a single unit — thereby eliminates 
wrinkled toe linings — provides strength 
of a three-ply unit. 

Assures firm side walls and a flexible 
tip line — essentials of a quality hard 
box toe. 

Easy processing and workability of 
Celastic — makes possible tighter, more 
accurate lasting — quickly — easily. 


MATCHED PAirs 





Celastic requires no heat treatment 
process — the original color and finish 
of the leather is preserved. 

Will not collapse in conditions of heat 
and moisture — resists water and the 
sun’s heat from without — foot heat 
and perspiration from within. 

Structural strength withstands any 
test of wear — Celastic box toes can 
be restored to shape even after a 


crushing blow. 


Does not discolor the stockings or the 
toes of the wearer. 


Through a long period of use, in all types of factories, in shoes of all processes, Celastic 
has proven to be an outstanding development in terms of quality, style and comfort 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 











THE QUALITY BOX TOE 
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Hide Declines Reflect 
Blockades of Europe 


[CONTINUED FROM PAGE 33] 


U-boats, world commodity producers 
have few markets in which to sell out- 
side of North America, i. e., United 
States and Canada. 

While it is true that most of the 
foreign hides are not of such quality 
as to produce the class of leather de- 
sired in the U. S., the fact remains 
that when prices drop to a sufficiently 
low level, it then becomes a question 
of attempting the substitution of this 
type of hide. Such evidently is now be- 
coming a fact, and these hides are 
overhanging the market here. 

It is possible that should the total 
war in Europe continue for another 
year or so, many of these foreign hides 
may finally enter the United States. 
In normal years, we import on balance 
some 1,000,000 hides or so, but it can 
readily be visualized that a potential 
importation of several times the nor- 
mal must necessarily have its effect on 
the price structure. 

The present decline in hide prices 
is purely in anticipation of such de- 
velopments and does not imply an un- 
favorable domestic statistical position 
at present. As a matter of fact, while 
stocks of hides in all hands increased 
in this country, during the last month, 
the supply is still only slightly above 
the all-time record low stock. 

Sooner or later the dislocated hide 
situation due to the European blockade 
will be corrected. When appraising the 
world hide position, it must be realized 
that hides are entirely a by-product, 
and that the blockade abroad will neces- 
sarily result in a restricted demand for 
the South American beef. Such has 
already resulted, in a sharp curtail- 
ment in killing of cattle. The hide kill 
in South America is considerably 
smaller than in recent weeks, and a 
seasonal curtailment in the kill is also 
the case in the United States. 

Hide futures have declined to the 
lowest levels since March, 1938. Pre- 
vailing quotations around the 8-cent 
level compare with the season’s high 
established the early part of the year, 
of over 16 cents. Speculative liquida- 
tion, based on the disturbing tenor of 
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| 


the foreign political news, and a gen- | 


erally sagging tendency in the com- 
modity price structure, as well as easi- 
ness in securities, hastened the break. 
In the last week or so, the declining 
trend was exaggerated, due to the 
paucity in the demand for spot hides 
from packers and the rather routine 
business reported in leather. 

Leather consumers have shown no 
willingness to anticipate requirements 
beyond the immediate future. The fact 
that leather buyers have been success- 


ful in their adopted policy to pursue | 


purchases of purely a hand-to-mouth 
character, in that successive purchases 
have been made at slightly lower levels, 
has rather encouraged these interests 
[TURN TO PAGE 43, PLEASE] 
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SHOE FORM CO. Inc. 





6 Foot Styles 
6 Heel Heights 
6 Standard Colors 


Fairy SHoer Forms are now ready for you in a greatly 
extended range of foot styles, heel heights and colors. The 
display possibilities and color combinations at your disposal 
are practically unlimited. 


Fairy Forms have always enjoyed wide popularity. 
Their light weight, daintiness, resiliency and washability have 
made them display favorites. Now, they are “must” items 
in every shoe department. 


The illustration above shows the six styles—2 Plain-Toe, 
2 Tu-Toe and 2 Twinkle-Toe models. These are available 
for shoes with heel heights ranging from 0/8 to 24/8. 


The six standard colors include the popular and gener- 
ally accepted shades—flesh, black, ivory, pink pearl, white 
pearl and gun metal. In addition you now have your choice 
of a practically unlimited variety of colors. 


The new Ankle-Hi folder now in preparation shows 
many of these new forms in full natural color. Send your 
name right now and receive your copy in advance of our 
regular Fall mailing. 
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When A Great 
Eastern University* says: 


HIGHEST GRADING 


It means a loi. 


And that is the rating the Department 
of Child Hygiene of its School of Public 
Health gives 





And here is why: 


Moulded insole, straight line nature tread cupped heel seat, 
orthopedic wedge heel. A truly orthopedic but: still attrac- 
tive last. A steel arch bridge on the extreme outer edge of 
the shank giving solid support outside but permitting the 
flexible moulded insole to massage freely under the inner 


arch. 
fifth metatarsal. 


right to sell right. 
30 days. 


Our new catalog is just off the 
press. It shows them all as 
well as Miss Virginia, dressy 
dainty Littleways for little wo- 
men, Guide Rite, real 
boys’ shoes for real boys, 
and Powhatan, misses’ 
and children’s Goodyear 
welts of sound quality at 
little prices. 


*Name of University supplied on 
request. 








Individually graded patterns. 
Broad flat ball and full toe measurements. 


There are 15 styles in stock, all priced 
And terms are 5%— 


Send for Your Copy 


VIRGINIA SHOE COMPANY 


Extra room under the 










905 


8% to 12—A to D— 
$1.95 


12% to 3—A te D— 
$2.10 









LESS 5%—30 DAYS 








FREDERICKSBURG, VIRGINIA 
MANUFACTURERS 





Issue Book on Distribution 


Of Sales 


New York — The Controller’s Con- 
gress of the National Retail Dry Goods 
Association has issued a booklet. “Sea- 
sonal Distribution of Sales—Plus” for 
department stores and specialty stores 
for 1939. The book contains tables 
showing the departmental sales per 
cent to the total store, departmental 
dollar sales per square foot of selling 
space and departmental trend of yearly 
sales, as well as.interpretations and ob- 
servations of the seasonal distribution 
of sales in 1939. Stores are divided 


into groups by annual sales volume as 
follows: $500,000 to $1,000,000; $1,000,- 
000 to $2,000,000; $2,000,000 to $5,000,- 
000; $5,000,000 to $10,000,000; over 
$10,000,000; specialty stores over $500,- 
000; and. department, and specialty 
stores with sales over $500,000. 

The book has been compiled by H. I. 
Kleinhaus, general manager of the Con- 
trollers’ Congtess, assisted by Philip 
Pond, Teresa Cronin, Dorothy Farmer 
and Marion Pringle. It is available to 


members of the Controllers’ Congress 
and the National Retail Dry Goods As- 
sociation for $1.00 and to non-members 
for $2.50. 


Takes Over Health 
Spot Shoe Store 


GRAND Rapips, MicH.—Until a few 
month ago Hal R. Donell was operating 
a family shoe store in Hartford, Wis. 
Today he is the owner of a successful 





HAL R. DONELL 


Health Spot Shoe Shop in Grand 
Rapids. 

In a recent issue of Boot AND SHOE 
RECORDER Mr. Donell saw an ad pub- 
lished by the Musebeck Shoe Company, 
giving details about exclusive Health 
Spot Shoe Shop operations. After a 
personal conference with G. E. Muse- 
beck in Danville, Ill., Mr. Donell went 
back to Hartford to sell out his busi- 
ness and to take over the Health Spot 
Shoe Shop in Grand Rapids. He has 
made a nice profit after only three 
months’ operation. We congratulate 
Mr. Donell on his new venture and 
wish him every success in the future. 


Plan Fall Golf Tournament 


HAGERSTOWN, Mp. — Harry E. Snay- 
berger of Walkin Shoe Company, 
Schuylkill Haven, Pa., and president of 
the Central Pennsylvania Shoe and 
Leather Association, announced recent- 
ly that the Fall golf tournament of the 
association will be held at Carlisle 
Country Club, Carlisle, Pa., September 
27:' Mr. Snayberger has appointed a 
committee to make arrangements for 
the tournament. L. W: Keith of Carlisle, 
is chairman, with the following mem- 
bers: Ralph Baker, C. J. Blake, J. M. 
Bradley, Frank Brawley, George Deu- 
bel, Chris Devine, Earl Glace, Richard 
Heider, Jr., John Hungler, Leon Leigh- 
ton, Jr., J. H: Murrow and Herman 
Wood. 

The association has enjoyed a very 
successful year, and is looking forward 
to the tournament with great enthusi- 
asm. 
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Of SHOES 
| For WAR REFUGEES... 


eB OIN the campaign to collect Barrels of Shoes for War Refugees through the 


Ia nn »- 


8. 





shoe stores of America. Next to food, shoes are most necessitous with Winter 
coming soon and millions of men, women and children in dire need. 


Here’s what you can do to help:— 


Instructions 
Make your store a collecting depot. 


2. Put a barrel in the store and a card in the window. Publicize 


freely. 


. Sort shoes so final shipment contains only serviceable, practi- 


cal footwear for children, women and men—rubbers also are 


needed. 


. Tie up in pairs, wrap in paper or newspapers, pack in the 


barrel securely. 


- Cooper up head of barrel and strap it up securely for ocean 


shipment. 
Send barrel—IMPORTANT—freight prepaid by you to: 


- Address: British War Relief Society, Inc. 


Freight Entrance 

12 East 58th Street 

New York City 
Barrels will be shipped immediately through affiliated distribu- 
tion centers to war refugees abroad. 


Barrels of Shoes for War Refugees is a free and voluntary service through shoe 
stores in America, and each participant is expected to pay freight to New York. 


There are no funds for any expenses. Committee: BARRELS OF SHOES FOR 
WAR REFUGEES, Everit B. Terhune, Chairman, 5th Floor, 100 East 42nd Street. 


New York City. 





Send BARRELS OF SHOES FOR WAR REFUGEES 


TO 


BRITISH WAR RELIEF SOCIETY, INC. 


FREIGHT ENTRANCE, 12 EAST 58TH STREET, NEW YORK CITY 
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WORK SHOES 
Carried in Stock 
GOODWILL SHOE 


COMPANY 
Holliston, Massachusetts} 
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“CAN INNERSOLES 
BUILD GOOD WILL?” 











INNERSOLES - COUNTERS - WELTING 
EDGAR S. KIEFER TANNING CO. 


Sales: Chicago, 223 W. Lake St. Boston, 42 Lincoln St. 
TANNERIES AT GRAND RAPIDS, MICHIGAN 


Spaulding Fibre Employees 
Given Outing 


NortH Rocuester, N. H.—On Aug. 
10, the Spaulding Fibre Company, Inc., 
played host to all employees of its east- 
ern factories, at a picnic at Wolfeboro, 
N. H., on the shoes of Lake Winnipe- 
saukee. The departments represented 
were the three fibre mills, the box and 
can department, machine shop and 
Spaulding Counter department. Fea- 
tures of the outing were use of the 
Casino, free bowling, billiards, pool and 
dancing, full course turkey dinner and 
free use of a 50-ft. yacht for trips on 
the lake.. 

All of these departments have com- 
pleted a six-month period without a 
lost-time accident. The Counter de- 
partment has led the group for a total 
of 66 months. 
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Hold Series of Regional 
Meetings 

Cuicaco, I1u.—The first of a series 
of semi-annual regional meetings for 
Ball-Band salesmen was held in Chi- 
cago on Wednesday and Thursday, Aug. 
14 and 15. This meeting is being fol- 
lowed by meetings in Knoxville, Tenn.; 
Pittsburgh, Pa.; Ogden, Utah, and in 
Brattleboro, Vt., a meeting is to be held 
with the representatives of Dunham 
Bros. Co., who are distributors of Ball- 
Band Footwear in the New England 
States, and greater New York. 


Mishawaka Rubber & Woolen Mfg. 
Co. executives who are attending these 
meetings include E. J. W. Fink, presi- 
dent and general manager; G. D. Bab- 
cock, manager of sales; J. L. Duncan, 
assistant manager of sales; J. T. 
Royer, district sales supervisor; L. S. 
Long, manager of sales research; L. S. 
Taggart, advertising manager; E. W. 
Speiser, special sales representative. 


Approximately 160 salesmen will at- 
tend these meetings which are held to 
display the new styles of Ball - Band 
Footwear for the coming season and to 
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MRS. DAY'S IDEAL BABY SHOE Co. 
DANVERS, MASS. 
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discuss sales and advertising plans that 
are designed to help merchants who re- 
tail the company’s line. 











Shoe Man and Daughter on Vacation 





A. J. Brauer of Brauer Bros. Shoe Company, St. Louis, Missouri, and his daughter, 
Miss Gloria Brauer, left recently on the S. S. Manhattan for a midsummer cruise 


to the Pacific, via the Panama Canal. 


They expect to be away from home sev- 


eral weeks. 











~ 


7 © Ath = 


saoo’a.@ 











iy 


BOOT ane SHOE RECORDER, August 24, 1940 


Heels. Left and right pad design 
and top quality resilient rubber 
mean longer level wear—comfort 
and economy. Concave-convex 
shape means meat joints that 
stay tight. Add to your Store’s 
popularity — specify ITS for 
all your repair work. 


THE I-T-S CO. 
ELYRIA, OHIO 




















What They Say About Your Shoes. 
Affects Your Profits 


@ People like to boast about how long their shoes wear, 
how good they look, how comfortable they are — and 
where they bought them. Good advertising if you give 
them plenty to boast about. That means not only good 
shoes but good maintenance—and that means ITS Rubber 





















Scott's 
Triple Feature 


HEALTH ARCH 


Introducing a new hand-shaped 
Flange Arch which offers comfort- 
ing support to the Longitudinal 
and Metatarsal areas in addition 
to a slight cuboid raise which posi- 
tions the heel. 

Made of excellent quality topping 
leather in either Beige or Russet 
colors. Specially treated to resist 
moisture; positively will not dis- 
color the hose. Strictly a quality 


item. 

ORDER TODAY! Reorders already 
pouring in. 

Price per Dozen Pair $18.00 


WRITE FOR FOLDER 


SCOTT FOOT APPLIANCE CO., OMAHA, NEB. 
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Buffalo Shoe Men Relax at Outing 





A group of baseball fans at the Buffalo shoe men’s outing. Left to right: William 
Goldback, John Euler, C. W. Reis, Benjamin Etkin, president, William P. Fisher. 
president of the city council and a guest of the retailers. 


BuFFALo, N. Y.—The thirty-first an- 
nual outing of the Greater Buffalo 
Shoe Retailers’ Association, Aug. 14, at 
Walker’s Grove, Williamsville, brought 
out a greater number of shoe retailers 
than ever before attended one of these 
events. The big, athletic event of the 
day was a seven-inning baseball game 
between the shoe retailers, led by Cap- 
tain Ollie La Reau, and the Travelers, 
with Captain Fred Briggs at the helm. 


The Travelers were the winners, with 
a score of 8 to 6. Earl Chamberlin, 
who once umpired in the Pacific 
League, officiated as umpire. 

In the horse-shoe pitching, Clarence 
Lanich, former local and state presi- 
dent, took first honors. Robert Smith 
won in the tennis matches, and Carl 
Sickler starred in both badminton and 


golf. 
President Benjamin Etkin made a 


short speech at the banquet. William 
P. Fisher, president of the city council, 
presented prizes to the winners. 

An orchestra played all afternoon 
and evening and liquid refreshments 
and food were available at all times. 
A number of shoe retailers from Roch- 
ester, Medina, Jamestown and other 
cities attended. 


Report Business Improvement 


St. Louis, Mo.—M. K. Weil of the 
M. K. Weil Shoe Company, St. Louis, 
reports an improvement in business 
during the past few weeks. “Mer- 
chants are buying with more con- 
fidence.” says Mr. Weil. The Weil Shoe 
Company recently announced a 13 per 
cent gain in sales for the first six 
months of this year. Paul Siegan, sales 
manager, returned last week from a 
trip through the Rocky Mountain states 
where he found the outlook for business 
favorable. 


Correction 


It has been brought to our attention 
that in the caption to the photograph 
on page 48 of the August 3rd issue of 
the ReEcorRpER, the shoes shown are re- 
ferred to as Savel shoes. This is in- 
correct. These shoes are known as 
Sabel’s Corrective Shoes, and are made 
by Thompson Brothers Shoe Company, 
Brockton, Mass. Mr. Sabel’s name was 
also incorrectly spelled Savel. 
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RIDING 
BOOTS 
IN STOCK 
FOR MEN, WOMEN 
and CHILDREN 


ALSO 
JODHPUR & FIELD 
BooTs 
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St. Louis Jobs 
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__Current— 
NOVELTIES & ARCH 
Shoes 


IN STOCK 


We are exclusive distribu- 
tors of Cancellations, 
Jobs and Samples from 15 
of St. Louis’ finest and 
largest Arch and Novelty 
factories. Over 1000 sam- 
ples to choose from— 
Men's, Women's, Chil- 
dren's. 


AT A_PRICE 


US FOR SUCCESSFUL SURE-FIRE 
PROMOTION 


“While in town see Weil'’ 


M. K. WEIL SHOE CO. 
1326 Washington Ave., St. Louis, Mo. 


THE ONLY HOUSE OF ITS KIND IN ST. LOUIS 














Epstein Heads Given Bros. 


ALBUQUERQUE, N. M.—Sam Epstein, 
formerly of New York and Denver, is 
now in charge of Given Bros. Shoc 
Store here. 
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Bids Opened on Pacs 
For U. S. Army 


Boston, Mass.—Bias on a lot of 
6388 pairs of snowshoe pacs for use 
by members of the regular army in 
Alaska were opened Aug. 13 at the local 
Army Base, but the award of the con 
tract will be held up pending the deci- 
sion of the Quartermaster General in 
Washington. The requisition for pacs 
originated, it was explained at the Bos- 
ton Quartermaster Depot, at Army 
headquarters in San Francisco, and 
specifications originally laid down 
called for a pac of a special type. In 
advertising for bids in Boston, speci- 
fications were changed to call for a 
substitute type, and there is a possibil- 
ity that all bids may be cancelled and 
later re-advertised. 


The only company to bid on the en- 
tire lot was the Moose River Shoe Co., 
Inc., of Oldtown, Me., which bid $3.41, 
offering a discount of 1 per cent in 20 
days or one-half of 1 per cent in 30 
days. The Saco Moc Shoe Corporation 
of Portland, Me., bid $3.50 for 1800 
pairs, offering a discount of one-fourth 
of 1 per cent in 20 days. The only 
other bidder was Colt-Cromwell Com- 
pany, with a bid on 1000 pairs, and 
discount of one-fourth of 1 per cent in 
20 days. These pacs, the bid specified, 
would be made in the plant of the Na- 
ture Footwear Corporation, Brewer, 
Me. 


The International Shoe Company of 
St. Louis has been awarded the con- 
tract to make 1128 pairs of flying cadet 





shoes, bids 
Ang. 12. 


AGAIN SLATED FOR 
SENSATIONAL SALES 


From Bass comes another boom 
for winter sales. The Tempo 
Boot is back again with changes 
that'll cause a parade of skiers 
to your door. 

The upper leather is now a sturdy imported 
stock .. . a high hitch counter has been added 
to the heel, giving the wearer a choice of the 
regular or a higher hjtch...and the wind- 
around strap is wide and strong. Added to the 
regular Tempo features, these changes make the 
Tempo sure-fire for sales. Stock Bass Ski Boots for 
men and women today. Write for FREE catalog 
to G. H. Bass & Co., Dept. BS-50, Wilton, Maine. 








4 
on which were opened | 





The above display and department set-up is being used by John ‘Shillito roy 4 
Cincinnati, in the basement shoe department to present Aerotized shoes to the 


customers. 


The display gives a visual explanation of the nature of this fi Arnnosad 


tion, and has been extremely successful in attracting customer attention. Jack 
Rappé is manager of the department. 
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Joseph F. Muffley Adds 
To His Sales Activities 


ENDICOTT, NEw YorK—Joseph Muf- 
fley now becomes a member. of Truitt 
Brothers, shoe manufacturers of Bing- 
hamton, N. Y. He will be in charge of 





JOSEPH F. MUFFLEY 


sales for that company. He is also 
president of the Arco-Marathon Cor- 
poration, which last year was made a 
merger of a number of affiliated com- 
panies in the skate, skate shoe and ath- 
letic field. He retains this position in 
addition to his new duties. 

Mr. Muffley has a background of 
nearly thirty years of shoe experience, 
twenty-eight of which were with 
Endicott-Johnson Corporation in all 
branches of its business—rising to 
director and general sales manager— 
from which position he resigned in 
April, 1939. 

By his new affiliation with Truitt 
Brothers, Mr. Muffley increases his ca- 
pacity for sales and sales management. 





Allan B. Draper to Open 


New Shoe Department 


ROCHESTER, N. Y.—Allan B. Draper, 
former buyer of men’s shoes and man- 
ager of Pidgeon’s shoe store, is to be- 
come head of the E. Kelsey Scott, Inc.. 
Shoe Salon, footwear and accessories, 
at 45-57 East Avenue, which will be 
opened formally early in September. 

Although the Shoe Salon will be op- 
erated under the name of the head of 
this fashionable store, which has been 
handling furs, dresses and millinery— 
and in May moved from across the 
street to its present commodious home 
—Mr. Draper will be owner of the de- 
partment, leasing the space for it. 

While only a part of the shoe stock 
had arrived, shoes were included in its 
fashion show at the Sagamore Hotel, 
Saturday afternoon, Aug. 17, with 
arrangements made for beginning busi- 
ness in the sale of women’s footwear 
before the formal opening. 





| IN ALL-DAY SUEDE; DESIGNED 


FABRIC-LIKE GRACE 


[41] 






WITH 


KNOWN FOR FIT—FASHION — CRAFTSMANSHIP 


6.50 to 8.50 up, including Deluxe Grade 


Slightly Higher West of the Rockies 


QUEEN QUALITY SHOE COMPANY + DIVISION: INTERNATIONAL SHOE COMPANY « ST. LOUIS 


Mr. Draper has arranged for the 
Marshall, Meadows & Stewart, Inc., 
Auburn, N. Y., line of Goodyear welt 
shoes for women, to be made under his 
exclusive label, Correct Foundation 
Footwear. Most styles in this line will 
have a price range of $8.95 to $10.95. 

In addition, negotiations are under 
way for a variety of high fashion foot- 
wear in which there will be nationally 
advertised lines, as well as some to be 
made exclusively for this store. The 
entire price range for the store will be 
from $6.95 to $16.95. 

The shoe salon will also handle Paris- 
style bags, Nolde & Horst hosiery, Ve- 


lan gloves by Speare and costume 
jewelry by Cohn & Rosenberger. 

Miss Jeanette Allen, who has been 
with the Wilbur-Rogers women’s ap- 
parel store, is to have charge of the 
hosiery and accessories. 

M. Draper, who graduated from 
Amherst College in 1921 and then 
studied for one year in the former 
Rochester Theological Seminary, now 
Colgate-Rochester Divinity School, was 
associated with the store owned by Wil- 
liam Pidgeon, his father-in-law, for 17 
years. He has a wide acquaintance 
among shoe men and others throughoyt 
the state. 
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HAND TURNED COMFORTS 
14 numbers IN STOCK 


RETAIL 


$245 t0 $2.95 


4TO 10 
ATO EEE 







No. 554 
Priced right for 
volume trade & dept. stores 


Write for 
ABBOTT SHOE CO. Ke. Reading, Mass. 
ESTABLISHED 1855 
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Bowling Shoes 
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PROFESSIONAL | 
BOWLING SHOES 
tfen's Men's Women s 
Oxford Oxford 
$2.70 $2.45 
ination Sole 
Right Feet 
Rubber 
Rubber Hee) 
Loft Fi 
240 Bubver Hee! 
BROOKS SHOE MFG. Co 
Swanson & Ritner Sts. Philadsipnis 


Four Companies Bid on 
Flying Cadet Shoes 


Boston, Mass.— Four companies 
competed in the bidding this week for 
1128 pairs of flying cadet shoes, bids 
covering the manufacture of which 
were opened Aug. 12 at the Boston 
Quartermaster Depot. 

The International Shoe Company of 
St. Louis was low bidder with a price 
of $2.82. Following were Hill Bros. Co., 
of Hudson, Mass., with a bid of $2.87; 
the Endicott-Johnson Corporation, 
$2.91; and the M. A. Packard Company, 
of Brockton, $3.04. 

The low bid of $2.82 represents an 
increase of three cents per pair over 
the last army order for identical shoes, 
the Endicott-Johnson Corporation, on 
July 24, having been awarded a con- 
tract to make 2,580 pairs at a price 
per pair of $2.79. In view of the pres- 
ent softness in the price of leather, an 
iMficrease had not been expected. 
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Leather Company Observes 
50th Anniversary 

Cuicaego, ILt.—Gutmann & Company, 
tanners, celebrated their fiftieth anni- 


versary recently. In 1890 Joseph Gut- 
mann and his son, E. J., now head of 





E. J. GUTMANN 


the organization, purchased the tannery 
of William Greiner, together with 
Henry Elkan, Louis and Max Stern. 
The partnership thus formed gave way 
to a corporation two years later, when 
E. J. Gutmann became president of the 
firm. The company at that time tanned 
a line of strap and bag leathers, flexible 
splits, and splits finished for the fancy 
leather trade. In 1899 the company 
began tannage of chrome tanned side 
upper leathers, now tanned in a sepa- 
rate unit erected for their exclusive 
manufacture in 1920. This building 
was enlarged in 1924. 

In 1909 a sales organization for the 
eastern territory, Gutmann Leather 
Company, was formed, and a store was 
opened in New York, headed by Alfred 
J. Worsdell. Agencies in Boston, Cin- 
cinnati, Columbus, Milwaukee, San 
Francisco, Los Angeles, Havana and 
Manila, P. I., are also active in achiev- 
ing wide distribution for Gutmann & 
Company’s products. 





Finders Association Elects 


Str. Louis, Mo.—Members of the Na- 
tional Leather & Shoe Finders Asso- 
ciation in Cleveland expressed their 
desire to have Charles L. Engstrom at 
the head of the association again this 
year, and he was elected president for 
1940-41. Mr. Engstrom’s analytical 
and conservative leadership has been 
instrumental in“working out trade pro- 
motion projects of the association and 
in handling a multitude of industry 
problems. He has been sincerely in- 
terested and has. actively participated 
in the association for many years, and 


is head of the C. V. Engstrom Com- 
pany of Peoria. 

Following his election to the board 
of directors, Norman P. Shaffer of 
Norman P. Shaffer & Son, Chicago, was 
elected chairman of the board and 
member of the executive committee. 
Dave T. Feidelson of the Empire 
Leather Company, Birmingham, Ala., 
was elected to the board of directors 
and later elected by the board as the 
third member of the executive commit- 
tee. Mr. Feidelson previously served 
as president of the association and 
served for many years on the board of 
directors and various committees, 

John Kipp of George Kipp & Sons. 
Baltimore, Md., was elected to the 
board of directors. Mr. Kipp served 
as a board member in the early 30’s 
when the industry’s first national trade 
promotion project was being considered. 
His firm has been active in trade pro- 
motional activities as repeated spon- 
sors of the Guild Plan and the new 
Shoe Service System. In 1937 Mr. 
Kipp served as general chairman of 
the national convention in Baltimore. 

Another new member of the board 
is Henry Zoll of the Samuel Zoll Com- 
pany, Boston, Mass. Mr. Zoll has been 
a leader in the New England associa- 
tion activities. 

Adolph M. Diez, of Standard Leather 
Company, St. Louis, Mo., was elected 
National Councillor to the Chamber of 
Commerce, U. S. A. The board of di- 
rectors reappointed: Rudolph F. Gross- 
kopf of Nutz & Grosskopf, Inc., In- 
dianapolis, Ind., treasurer; David R. 
Stanley, David R. Stanley Co., Den- 
ver, recording secretary; A. V. Fingu- 
lin, reappointed managing secretary of 
the association; and Walter J. Eggers 
appointed editor of Shoe Service after 
having served four years as asso- 
ciate editor. George A. Knapp was re- 
appointed assistant treasurer and sec- 
retary emeritus. 


Florsheim Store Remodeled 


ROcHESTER, N. Y.—Remodeling the 
front. of the store of the Florsheim 
Shoe Co., Inc., 139 Main Street, East. 
is under way. 

The entire four stories of the build- 
ing occupied by the store will undergo 
a beauty treatment in front, with black 
structural glass used for the first story. 
a green hedge to be placed in position 
above that and the remaining upper 
part of the structure decorated to har- 
monize with the changed appearance 

The front is being patterned after 
the front of the Florsheim store in 
Philadelphia, one of the most attrac 
tive in the company’s chain. 

Work is being done under the direc 
tion of Thomas McGuire, who camc 
from Chicago a few months ago to be 
come manager. Since then there has 
been an increase of-10.per cent in the 
business. 
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calf quarter lining. 


Long wearing Gro-Cord sole and heel; finer fitting 
shortback patterns; left and right quarters: one piece 


In stock for immediate delivery. 


124-3 B,C. D.... 2.25 
344-6 B,C. D.... 


No. 7205 
Tan Elk High Shoe 
842-12 B, C, D....$2.25 
12%-3 B, C, : 
3%-6 B. C, 


PRESTIGE AND 


SHOE MFG. CO. 


Milwaukee, Wis. 


Paws 








Hide Declines Reflect 
Blockades of Europe 
[CONTINUED FROM PAGE 35] 


to refrain from anticipating needs. 
However, normal cutting of leather 
continues. Tanners are using up their 
war stocks, without replenishing ex- 
cept when leather business is forthcom- 
ing. Consequently, the market for hides 
and leather can be definitely consid- 
ered as being in a healthy technical 
position. That is, should anything de- 
velop to bring about a restoration of 
confidence, a sufficiently strong latent 
demand exists which could easily find 
a truly responsive market. 

The big packer hide market in Chi- 
cago has been largely affected by the 
decline in the futures market, and the 
apathy on the part of tanners. Prices 
have been marked down accordingly, 
and in the last month have been pared 
fully 3 cents a pound, with light native 
cows now quoted at 9%-10 cents, 
against a price of 12% cents at this 
time a month ago. Last year, light 
native cows were trading at 11 cents. 

Buenos Aires prices are about the 
same basis as last month, when quo- 
tations were 8%4-8% cents. The market 
in the Argentine was relatively steady 
on a resumption of active buying by 
England and Japan. It was this de- 
mand which took the surplus of the 


Argentine standard hides, and which 
resulted in a well sold-up position for 
the big packers in that area. 

Some of the larger tanning interests 
expressed the opinion that it would not 
take much in the way of constructive 
developments to bring about a decided 
change in the hide and leather picture 
at this time. They emphasize that there 
is a great deal of buying that must 
be done, that the shoe outlook is most 
satisfactory, and that the lethargy now 
prevailing is purely a psychological re- 
action. As soon as the excise tax is 
out of the way’in Washington, a little 
more confidence would probably be in- 
stilled into the trade generally. Then, 
again, should the British be successful 
in preventing a German invasion of 
England, by the middle of September 
or shortly beyond, it is believed by 
many that Great Britain will then 
have a fighting chance. Therefore, 
these tanning interests are not inclined 
to share the pessimism conspicuous in 
speculative quarters at this time. 





Increased Shoe Output 


Estimated 


New York—According to the Tan- 
ners’ Council of America, shoe produc- 
tion in July is estimated at 32,000,600 
pairs. This was greater than indicated 
by a preliminary estimate, but would 


leave the total for the month 6.5 per 
cent below the comparable figure of 
34,212,000 pairs in July 1939. Output 
for the first seven months of the year, 
including the estimated July total, ag- 
gregated 224,200,000 pairs in compari- 
son with 245,291,000 a year ago, a de- 
cline of 8.6 per cent. 

Apparently shoe factory activity 
turned up sharply late in July, although 
this was not fully reflected in the pro- 
duction figure for the month. How- 
ever, on the basis of manufacturers’ 
schedules for the current month, it is 
estimated that shoe production in 
August will reach 40,000,000 pairs. 
This compares with 43,946,000 pairs in 
August 1939, when output set a record 
level for the month. 

Including the above estimates for 
July and August, shoe production in 
the first eight months will amount to 
about 264,200,000 pairs, 8.7 per cent 
less than in the same period of 1939. 
A comparison with output in the first 
eight months of the past several years 
is shown below: 


1940 (estimated) 264,200,000 pairs 
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DON’T LOSE _ 
YOUR HEAD &> ¥ 


over that Surplus Stock 
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Sixteen years’ continued use of “WANTED TO 
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1939 289,237,000 pairs 
1938 257,412,000 pairs 
1937 306,440,000 pairs 
1936 270,612,000 pairs 
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lley & ichards ompany 


‘| Selected BOOT AND SHOE 


x RECORDER 


= XPERIENCE and POSITIVE RESULTS 
: in INCREASED SALES 
Confirmed Their Choice... 


HEN Stetson Shoe Company and its advertising counsel Alley & Richards Co., 
decided a campaign of advertising directed to retail shoe buyers, merchandise 
managers and salespeople was a logical and necessary step in their plan to further 
acquaint thé merchandising world with the style and quality of Stetson shoes, they 
made an exhaustive study and selected BOOT AND SHOE RECORDER on the 


basis of its recognized leadership and acceptance in the trade. 
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ot 


The manufacturer and the agency had two very de- to the regularly appointed Stetson retail outlets. 
finite objectives: First, to tell the story of Stetson qual- That Boot and Shoe Recorder is accomplishing 
ity and profit opportunity to dealers in every section these two objectives is substantiated by the letter 
of the country. Second, to stimulate additional volume from Alley & Richards Co. reproduced on the 
from supplementary dealers everywhere, in addition opposite page. 


SALES ARE MADE OR LOST AT THE FITTING STOOL > 





All shoe selling reaches its climax at the fitting stool. Behind this 
crucial moment of sale are months of effort on the parts of designers, 
manufacturers, and merchants. Into this setting have gone the crea- 
tive abilities of display and advertising men, all to bring the customer 
to the chair in which he now sits. This is the SEAT OF FINAL 
JUDGMENT, and the destinies of ali those who have had any part 
in producing the shoe which he examines so critically, rest in his hands 
... and in the facile, understanding hands of the man who sits at his 
feet. Even more than the customer who will wear them, this man 
must believe in your shoes and in the materials that have gone into 
them; he must know why they are the best shoes for this most 
discriminating customer. 


_JBOOT AND SHOE 


RECORDER 


100 East 42nd Street * New York,N. Y. 


4 cHILTON @ PUBLICATION 
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SIDE LINE SALESMEN 
WANTED for territories 
over entire United States to 
sell on commission basis, a 
strong line of in-stock qual- 
ity, style, moccasins. Misses’, 

oys’, Women’s and Men’s, 
retailing at $2.00. We must 
have complete written infor- 
mation, including present 
connection and territory, ref- 
erences and photo. 

Address 857 care 
BOOT & SHOE RECORDER 
140 Federal Street, Boston, Mass. 











SALESMEN: Chain Store following; One 
Patented Number, Infants’ and i 
House Slipper. Sideline; commission; 
territory and qualifications first letter. 
dress $862, care Boot & Shoe Recorder, 
East 42nd Street, New York, N. Y. 





WELL known trademarked children’s, misses’ 
and growing girls’ line, stocked in Chicago, 
has opening in [Illinois and Indiana. Excellent 
as side-line. Address $863, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
N. ¥. . 





EXPERIENCED men to handle large diversi- 
fied line of athletic footwear, riding boots, 
ice skate outfits, and all types of shoes, all 
shoes in stock. Excellent opportunity for plug- 
gers to build real jobs. erritory open in 
New Jersey, upper New York State, Pennsyl- 
vania, Illinois, entire southern and western 
states open, straight commission only to start. 
Arnoff Shoe Company, 101 Duane St., N.Y.C. 





SALESMAN, experienced, Middle-West and 
South; acquainted with shoe buyers; to sell 
better line of Ladies’ Boudoir slippers for 
nationally known Manufacturer, with estab- 
lished trade. Drawing inst commission. Ad- 
dress $864, care Boot Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 








New Manager for 
Roanoke Store 


ROANOKE, VA. — Maxie Silverman 
who was traffic manager for Pollock’s 
chain for ten years, has been made 
store manager of their Roanoke Vir- 
ginia store. Mr. Silverman was also 
purchasing agent, and merchandise 
man. With that background he should 
be successful in his new undertaking. 


FOR SALE 


AMILY shoe store established 18 years, 20 

miles from Philadelphia. Nationally adver- 
tised brands. Owner forced ta retire due to ill 
health. $860, care Boot & Shoe Recorder. 
Chestnut at 56th St., Philadelphia, Penna. 
ESTABLISHED corrective shoe store with 

good following. High-grade line. Operat- 
ing record good. [Excellent opportunity for 
man with orthopedic experience. who has 
tween $4,000 to $6,000 cash. Address $859, 
care Boot & Shoe Recorder, 209 So. State 
Street, Chicago, Ill. 











WANTED TO PURCHASE 








WE BUY 
Entire or Surplus Whuvulesale and LKetail 
Stocks. Also randed 
Walk-Over, Florsheim, Enna-Jettick, 
ity, Arch Preserver, Queen Quality, 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 


In 
op 
ch 


89 Y 
Phone Barclay 7-7887. New York City 











POSITION WANTED 


ETAIL ADVERTISING MAN — Efficient 

and imaginative promotion man wants an 
opportunity to show what he can do to move 
more shoes at retail. Has a complete service 
background of shoes and is young enough to 
learn your way, too. Address $853, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 
MANAGER— BUYER—with 20 years’ ex- 

perience in specialty shop, department store, 
and chain operation; also District Manager. 
Have proven, skilled background; honest, and 
dependable. Know how to build business and 
to make money in retail shoe merchandising. 
Prefer to locate in Florida, if possible. Mar- 
ried; 44 years old; highest references. Address 
$861, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 








SALESMAN, retail—knows shoes; knows feet; 
thoroughly experienced. Available after Sep- 
tember 2nd: Outside New York City preferred. 





Address: Sam, Box K., Pine Hill, New York. 





Correction 


A news item in the August 10th 
issue of Boot AND SHOE RECORDER re- 
ferred to Harrison Shoe Co., of Everett, 
Mass., as Harrison Bros. The correct 
name of this firm is Harrison Shoe Co. 


Raab Manages 
Turner Department 


Koxomo, INp.— Clarence Raab has 
been named manager of the new shoe 
department at the Turner’s Department 
Store, with Kenneth Pitzer as his as- 
sistant. Four lines are being featured 
in the department, Vitality, Heel Latch, 
Style Craft, and College Hill Sports, 
with a price range of from $3.95 to 
$7.50. For the opening days, a $1 pair 
of silk hose was given free with each 
pair of shoes purchased. A good sales 
response was gained for the opening 
days. 


SHOE STORES WANTED 
FOR CASH 


retailing men’s, women's shoes from $6.50 
and up having short term leases 
Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
unusual references on request. 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 


BARSH & CEASAR 


14 8. Third St. Philadelphia, Pa. 
Phone Market 9139 

















Wolock & Bauer Stores Close 


Cuicaco, Int.—Wolock & Bauer, one 
of Chicago’s leading shoe firms, has 
gone out of business. The two stores. 
operated by Morris Wolock, in the Chi- 
cago loop at 2 North Michigan Avenue 
and at 8 East Randolph Street, have 
been closed and a trustee appointed by 
the creditors to sell the fixtures. Large 
stocks of the firm’s shoes are now be- 
ing featured at sales in other loop shoe 
stores and departments. The firm has 
been in business in Chicago for the past 
27 years. 





address should be counted. 
Classified advertising is 





d 
For all other classified advertisemen 
desired twelve words should be added for the address. 


The rate for all displa classified advertisements is $5.00 an inch with a maximum of 46 words. 
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Advertisements for this page must 


CLASSIFIED ADVERTISING RATES 


Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
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ST. LOUIS 


ALL ROOMS AIR-CONDITIONED *322 UP 








Miniature Shoe Department 
For Infants 


DALLAS, TExX.—One of the smallest 
shoe departments on record is the two 
passenger one which is a part of the 
infants’ department at Titche-Goet- 
tinger Co. Since the department stocks 
only two brands of shoes through size 
8, which fit average children up to 
three years old, the rush peaks in shoe 
buying are so unusual that the two 
specially constructed chairs on an ele- 
vated platform amply take care of all 
customers, according to Mrs. Evelyn 
Young, buyer for the infants’ depart- 
ment. 

Because correctly fitted shoes are an 
important item in the infant wardrobe, 
Mrs. Young believes that shoes in small 
sizes rightly belong in the infants’ de- 
partment. These built-in chairs, which 
have ‘proved to be practical and con- 
venient for the tiny tot, the clerk, and 
the parent, are elevated about three 
feet above the floor level so that the 
fitting can be quickly and easily made 
without necessitating bending and 
stooping on the part of the clerk. This 
same advantage appeals to Mother or 
Dad when they are inspecting the shoe 
that baby is to wear for the next few 
months. When the baby’s foot is on the 
raised platform, parents can note the 
style of the shoe, feel the softness of 
the leather or material, and examine 
the fit. Even baby likes to try on shoes 
when she can sit in the chairs on the 
pedestal. Child psychology has proved 
that a child placed on a raised plat- 
form near the height of an adult’s 
head, experiences a sense of superiority 
and contentment. In most cases the in- 
fant that is serene and happy is much 
easier to fit in shoes than a baby who 
is ill at ease. 


In keeping with the color scheme 
which is carried out in the rest of the 
infant department, pink and blue pastel 
tints are used on _ straight-backed 
chairs to harmonize with an ivory 
background hue. Adjoining infant- 
size seats, enameled in light pink trim 
with blue upholstery, are built with 
their backs attached to one of the 
large square pillars in the department. 
On the opposite side of the post is a 
large size mirror, and on the two sides 
adjacent to the small shoe department 
are about 15 adjustable shelves which 
provide space to stock the shoes. 





Mexican Huaraches 
HAND MADE 


WORN YEAR ROUND 
“FROM SOUTH OF THE BORDER" 
This steerhide Huarache 
Brings new faces to your store! 
Ideal for SCHOOL, SPORT, WORK, 
and GENERAL use. Comfort galore! 


sells on sight 
Fast selling. 
HOUSE 


SIZES . MEN, WOMEN, BOYS, GIRLS. 


For sure, quick profits offer our shapely 
style pictured. SOLID LEATHER. $2.00 re 
tailer. Write for quotations. 


JOSE IMPORT 


COMPANY 
P. O. Box 2201, Houston, Texas 











Burch Named Leather Buyer 


Rocuester, N. Y.—H. Arthur Burch 
is now buyer of all leather for E. P. 
Reed & Co., makers of women’s foot- 
wear. He had been buyer of upper 
leather for some time. Now he succeeds 
Walter S. North, 89, dean of sole 
leather buyers in America, who died 
recently, and whose assistant he had 
been. 

The new chief was with the shoe 
factory of Dunn & McCarthy at Au- 
burn, N. Y., from 1916 to 1925, taking 
time out only to serve his country dur- 
ing the World War as a member of 
the Signal Corps of the U. S. Army. 

In the latter year he left the Auburn 
plant to become a member of the Reed 
organiation, and he was made assistant 
to Oliver E. DeRidder, who became 
president of E. P. Reed & Co. as suc- 
cessor of Edgar P. Reed. 

Upon the death of Mr. DeRidder in 
1937, Mr. Burch became buyer of 
upper leather, besides assistant to Mr. 
North in his department. In addition 
to buying leather he is in charge of 
costs, payroll and production, with su- 
pervisory duties in lasting and styling 
lines. 

Mr. Burch is widely known to the 
retail shoe trade, as he has spoken 
many times before groups of retailers, 
store organizations and others on the 
relationship of leather and shoes. 


Takes Over Department 


Corpus CHRISTI, TEX.—Sam Sullivan 
recently took over the shoe and hosiery 
department in The Vogue, Corpus 
Christi, featuring Paris Fashion, Con- 
nie, Natural Poise, and Palizzio shoes. 
Shelby Fox is the manager. 
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Wedges Volume Sells in South 


MONTGOMERY, ALA.—Bearing out a 
prediction for high popularity for the 
wedge heel in play shoes, made in early 
Spring by Abe Baker, manager of Jay’s 
Shoe Store, this type of shoe has be- 
come a volume seller in all shoe stores 
and shoe departments stocking such 
lines. Furthermore, its popularity con- 
tinues to increase, after having already 
reached a volume unprecedented in this 
city. Incidentally, Mr. Baker does not 
feature play shoes. His store caters 
specifically to family trade and stocks 
only “Kedettes” in the informal type 
of shoe. 


Harry Horne, manager of Kaber’s 
Shoe Store, reports that play shoes are 
being sought not only by the younger 
element, but by the mature woman, who 
is using them as a substitute for house 
shoes. Both wedges and huaraches are 
volume sellers at Kaber’s. Huaraches 
are generally sold in the natural color, 
while white and multi-colors are favo- 
rites in fabric shoes, and white and 
solid colors in capeskins. The cape- 
skin sandal with flat heel is often 
sought as a substitute for the house 
shoe. 

A popular play shoe at Vanity Shoe 
Shop, Manager Toronto reports, is the 
red capeskin sandal. Frequent sales are 
made of the red sandal with red cape- 
skin bag to match. All types of play 
shoes are selling well at Vanity, but 
wedges top the list. 

An entire window at the Shoe Mart, 
given to play shoes and beach shoes 
against a nautical background, has 
proven a good selling idea, and boosted 
sales to an alltime high in this type 
of shoe. H. Bern, manager, was re- 
sponsible for the window. 

Sales in play shoes with wedge heels 
at Montgomery Fair, where this type 
shoe gained popularity considerably in 
advance of other stores, have gained 
momentum as the season went along, 
and the stock was well nigh exhausted 
before the annual Summer clearance 
sale was started. Interviewed in early 
April, Mrs. Kate Sullivan, veteran em- 
ployee of the shoe department, said 
wedges were already a volume seller. 
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Increased Interest in Alligator 


Rocuester, N. Y.—Hans Vohs of the 
Roehler Engraving Works, which 
makes plates for stamping leather so 
that it resembles the hides of various 
reptiles, reports that tanners are con- 
centrating on alligator leather effects 
for Fall more than any other design. 

Reptilian leathers are said to be 
growing in vogue, but each season has 
its favorite, which has a reign of popu- 
larity. There is every indication, he 
said, that it is to be the alligator for 
coming months. A 

The company is building another ad- 
dition to its plant in Rochester to keep 
pace with the cali for equipment with 
which to “print” reptilian leathers. 


Moves to Larger Quarters 


BIRMINGHAM, ALA.— The Jefferson 
Shoe Company, well-known Birming- 
ham wholesale house, has moved into 
new and larger quarters at the north- 
west corner of First Avenue, North, 
and 28rd Street, where it is occupying 
a two-story building with a balcony 
and basement on a lot 50 by 140 feet. 
It is the firm’s second move into larger 
quarters since its establishment twelve 
years ago by Sol Berman. 

Starting almost as a one-man con- 
cern, the Jefferson Shoe Company now 
employs seven outside men, covering 
the states of Alabama, Arkansas, 
Florida, Georgia, Louisiana, Missis- 
sippi and Tennessee, and backs these 
up with a stockroom, store and office 
force of thirty employees. 


Hoyt Heads Store 
Organization 


OsHkosH, Wis.—C. W. Hoyt has 
been elected president of the Hender- 
son-Hoyt Co., operator of department 
stores here and in Manitowoc, succeed- 
ing the late H. M. Henderson. Mr. 
Hoyt has been secretary-treasurer of 
the firm since it started in business 
here 24 years ago. H. E. Henderson, 
who has served as assistant, was ele- 
vated to secretary-treasurer. E. J. 
Dempsey remains as vice-president of 
the company and J. F. Heuel as comp- 
troller, a position he also has held for 
24 years. 


Opens Coast Store 


Santa Monica, Cauir.—L. B. Whit- 
man has opened Whitman’s Shoes on 
Third Street in the heart of the re- 
tail trading section of this important 
coast city. The store is featuring the 
Friedman-Shelby complete line, plus 
Queen Quality shoes for women. Pre- 
vious to establishing this store, Mr. 
Whitman was shoe buyer for the Wolf- 
Dessauer Department Store in Fort 
Wayne, Ind. Opening business has 
proven to be most satisfactory. 
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BOOTS AND SHOES 


ABBOTT , SHOE G®@., Ne. Bending, Mass... .........2.ccccccccseces 
BANCROFT-WALKER CO., Waltham, Mass 

BASS, G. H., & CO., Wilton, Me 

BROOKS SHOE MFG. CO., Philadelphia, Pa 

CONNELL, J. M.. SHOE CO. Braintree, Mass 

ENDICOTT-JOHNSON CORP., Endicott, N. Y. .............-...055. 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo 

GENERAL SHOE CORP., Nashville, Tenn 

GERBERICH-PAYNE SHOE CO. Mt. Joy, Pa 

GOODWILL SHOE CO. Holliston, Mass 

HERBST SHOE MFG. CO., Milwaukee, Wis 

JOSE IMPORT CO., Houston, Texas — 
JULIAN & KOKENGE COMPANY, Columbus, 0..................... -2nd Cover 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass............... pees a 
MUSEBECK SHOE COMPANY, Danville, Il 

QUEEN QUALITY SHOE CO., St. Louis, Mo 

SPALSBURY, STEIS, DEEVERS SHOE CO., St. Louis, 

STETSON SHOE COMPANY, INC., S. Weymouth, Mass 

TAYLOR, E. E., CORP. Boston, Mass 

UNITED STATES RUBBER CO., New York City 

VIRGINIA SHOE COMPANY, Fredericksburg, Va.................. 7 ae 
WEIL, M. K., SHOE CO., St. Louis, Mo 


i 


LEATHER AND OTHER MATERIALS 


GALLUN, A. F., & SONS CORP., Milwaukee, Wis 
KIEFER, EDGAR S.. TANNING CO., Chicago, Il) 
RICHARD YOUNG & CO., New York City 
SURPASS LEATHER CO., Philadelphia, Pa 
TANNERS COUNCIL OF AMERICA, New York City 
ZIEGEL EISMAN CO., Boston, Mass 





MACHINERY, LASTS, MFRS. SUPPLIES, DRESSINGS, ETC. 


LT. & CO. Miysta, @............... Ee ee > EE. Le 39 
PANTHER PANCO CO., Chelsea, Mass 3rd Cover 
UNITED LAST CO., Boston, Mass 

UNITED SHOE MACHINERY CORP., Boston, Mass 


STORE EQUIPMENT AND ACCESSORIES 


DUNDE SHOE RESHAPING DEVICES, INC. Los Angeles, Cal..... 
SCOTT FOOT APPLIANCE CO., Omaha, 
SHOE FORM CO. INC., Auburn, N. Y 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 
BARSH & CEASAR, Philadelphia, Pa 
HOTEL LENNOX, St. Leuis, Mo 
KIRSCH-BLACHER GO. INC. New York City 
RUBIN, IRVIN, New York City 














